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: THE NEW HOME OFFICE OF THE PEORIA 
LIFE INSURANCE COMPANY 


PEORIA, ILLINOIS 


The greatest and largest home office structure of any 
Illinois insurance company, is a monument to the 
agents of the company. The building is splendid in its 
structure and appointments. It is the most modern 
product of an architect with a real vision. There is 
not a dollar of mortgage, no bond issue nor lien of any 
kind on the building. 


Furthermore, the existing investments of the company 
were not disturbed. The obligations were met by cur- 
rent earnings. The premiums created by the rate book 
men providedthemoney. Asthis building towers above 
all others in Peoria, it exemplifies the majesty and 
features of life insurance. It tells of the energy, work, 
power and success of a wonderful band of agents. 


Contracts are made direct with the Company 
whereby you can build for a lifetime 


Build and co-operate as one of a big, successful family 
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AGENT: THEFATHERS OF THESE CHILDREN 


DIDN'T BELIEVE IN LIFE INSURANCE, | | . 
MAN: ENOUGH SAID! You MAY TAKE My ‘APPLICATION, 
. A 























- OVER $48,000,000.00 INSURANCE IN FORCE 


You Are Working for Commissions. Sell Policies 
Providing Real Protection 


If totally disabled, the company waives payment of premiums and pays an income as long as total 
disability continues. If accidentally killed the company pays family double the amount of insurance. 


WE PAY LIBERALLY FOR BUSINESS 
For Agency in Minnesota, North or South Daketa, write te H. J. C. HIRSCHMANN, Manager, 408-409 Essex Building, Minneapolis, Minnesota 


For Distriet General Agency im other States, address 


Reserve Loan Life Insurance Company 


INDIANAPOLIS, INDIANA 
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Prospects Bright for Fall and Winter Business 


LIFE MEN SAY PEOPLE ARE IN PROPER MOOD TO BUY LIFE INSURANCE 
AND ALL SIGNS POINT TO A CONTINUANCE OF PRESENT PROSPERITY 


HAT lies ahead for life insurance 
W men? Now that the summer 

season has just about ended and 
life salesmen are commencing to make 
plans for the fall and winter campaign, 
there is more or less speculation as to 
what is going to happen to the life in- 
surance business. General agents are 
asking, “How are the other offices do- 
mg? What do you hear? Is business 
going to keep up; is there going to be 
a gradual let-down, or will there be a 
sharp break? Do you think the com- 
panies will make a good showing dur- 
ing the rest of the year? Will condi- 
tions this fall and winter be favorable 
te life insurance or not? How are 
things going to turn out?” 


Eastern Industrial Towns 
Show Business Decline 


One important change has been noted 
by the life companies doing a nation- 
wide business during the last couple of 
months. The big eastern companies all 
report that business has been slowed 
down somewhat in the east, more par- 
ticularly in the manufacturing centers. 
In industrial New England, New York, 
Pennsylvania and New Jersey, business 
has not been so good during the past 
few months. A number of the big 
manufacturing plants have closed down. 
Men are finding it more difficult to get 
work and there seems to be a general 
tendency to hold off and await develop- 
ments in these industrial towns in the 
east. However, in the middle west, on 
the Pacific Coast and in the south, bus- 
iness has not decreased in the least. 


an increase and there is no reason to 
believe that they will not make an ex- 
cellent record during the remainder of 
the year. 


Can Be No Change While 
Demand Exceeds Supply 


“In considering present conditions 
and their effect on the life insurance 
business,” satd an agency superintend- 
ent, “one fact stands out above all 
others. That is, that at this time pros- 
perity reigns in this country. In spite 
of strikes, labor disturbances, the presi- 
dential campaign, manufacturing diffi- 
culties in some lines, high rents or any- 
thing else that might be mentioned, you 
cannot dodge the fact that everyone is 
making more money than they ever did 
before; that every factory is producing 
up to its capacity, and that the demand 
for goods of all kinds greatly exceeds 
the supply. How is there going to be 
any slump in business or any financial 
stringency when our manufacturing 

plants cannot produce enough goods, 
ow when they cannot employ enough 
men to turn out the quantity of stuff 
that they have orders for? It does not 
make a difference what anybody thinks, 
hopes or guesses, the fact remains that 
the country is in a highly prosperous 
condition. There can be no abrupt 
change until we begin to catch up with 
ourselves. This thing or that may have 
some slight influence, but anyone who 
has studied the situation must know 


that there can be no noticeable change 


In | 
fact, all of the companies are showing | 





in conditions until we have produced 
enough goods to satisfy all demands 
and there commences to be in evidence 
an oversupply. 


Railroads Will Spend Millions 
in Improvements 


“When you come right down to it the 
crops of the country are the basis of 
all wealth. Well, we are going to har- 
vest the greatest crop in the history of 
this country this fall. The farmer is 
going to get higher prices for what he 


has to sell this year than were ever | 


paid to him before. 
ing to be put into circulation. The 
railroads are always a big factor. If 
the railroads are in a sound, healthy 
condition their prosperity is reflected in 
hundreds of other industries. 
the railroads are in an impoverished 
and disorganized condition as they have 
been during the past few years, busi- 
ness generally suffers. Everybody 
knows this and the idea does not have 
to be enlarged upon. The railroads 
have been returned to their original 
owners. They have been granted lib- 
eral rate increases. They have at their 
cisposal large appropriations. They 
will spend millions of dollars within the 
next few years in purchasing new 
equipment, repairing rolling stock and 
improving their systems generally. 
This will have a most decided effect 
upon the entire business life of the na- 
tion.” 


Additional Equipment Will 
Benefit All Business 


One of the great troubles of recent 
years has been the difficulty of trans- 
portation. The arteries of the nation 
have been choked. Many of the facto- 
ries that have been forced to shut down 
or curtail production to some extent 
have done so not because of inability 
tc manufacture goods, but because once 
the goods were produced they could 
not be shipped. There have not be: 
enough cars to go around. Factories 
have been storing their products in any 
available space waiting for the time 
when they could get cars to ship them. 
Finally they have been made to see that 
they were not going to get any Cars. 
There simply have not been enough 
freight cars to handle the traffic. When 
the new equipment is put into use, all 
lines of business will be benefited. 
Things will move along more smoothly. 
There will not be the great delay and 
congestion that has slowed up all busi- 
ness lately. The increase in wages that 
railroad workers have been granted will 
also improve things. This salary ad- 
vance will improve the financial stand- 
ing of a great army of citizens. The 
effect of the change in the condition of 
the railroads should not be underesti- 
mated. 


Thousands of New Investors 
Have Been Created 


A company official was asked, “What 
do you think is in the mind of the aver- 
age man today regarding life insurance? 
‘Lhat is, how do you think the average 
prospect looks upon life insurance right 





That money is go- | 


| few 


When | 


now? How does the business stand | 
with the man on the street. Consider- | 
ing conditions today and the difficulties 
that many people are having in making 
both ends meet, what in your opinion 
does the man receiving a salary of 


from $2,500 to $5,000 think about life | 


insurance?” He replied, “The people 
that we talk to regarding life insurance 
today have a wholly different attitude 
toward investments of all kinds than 
they held four or five years ago. Every- 
one is clipping coupons now. Everyone 


has made an investment of some sort. | 


Very few people have not had some ex- 
tra money of some kind during the last 
years and they have invested it. 
The old family stocking or the vase on 
the mantelpiece in the parlor have gone 
for good. People who never invested 
any money before have given it a trial 
and are not afraid to put their money 


| some place besides the saving bank. 





Life Insurance as 
Safest Investment 


“Thousands of peopl who have in- 
vested have been stung. They have 
bought oil stock or some other highly 
speculative security and have lost about 
all they put in. They have seen others 
make money and know that it can be 
done, but they are more cautious than 
they were at first. We are finding that 
life insurance makes a great appeal to 
people of this kind and there are more 
of them than most of us used to think. 
Any kind of a life insurance policy can 
be presented in such a light as to make 
a man of this kind see that it is the 
soundest and safest kind of an invest- 
ment. The man who has a few hun- 
dreds of dollars a year to invest can- 
not do better than to buy a life insur- 
ance contract of some kind. He does 
not have to read the papers in order 
to find out whether he has any money 
left or not. The value of his investment 
is a known quantity this year, next 
year and to the end of the chapter. 
What security can any man buy today 
with the assurance that it is going to 
be worth 20 years hence what he thinks 
it ought to be worth at that time? 


The One Sure and 
Certain Investment 


“The whole financial world is topsy 
turvy. Railroad bonds and _ public 
utility bonds are selling at the lowest 
figures in the history of the financial 
world. They were just a short while 
ago regarded as giltedged securities. 
Today they are a drag on the market 
and can hardly be disposed of. Life 
insurance never fluctuates one way or 
the other. It is always worth 100 cents 
on the dollar. It is absolutely unaf- 
fected by the slumps that come to the 
financial world and to various stocks. 
It is a guaranteed proposition. It will 
be worth ten years from now just what 
the contract taken out today says that 
it will be worth. Life insurance en- 
ables a man of small means to make a 
moderate investment each year and to 
collect his meney at the termination of 
the contract. There is no chance of a 


slip up of any kind. It is sure and 
certain and what other investment to- 
day ist 
Always Sold in Competition 

With Investments 

“The intelligent life insurance sales- 


man today is not trying to jam the or- 


| dinary life policy down the prospect's 








throat. The ordinary life contract 
good and fits perhaps the greatest num- 
ber of cases but it should be sold with 
the proper provisions and conversion 
privileges. That is, a man should be 
sold a contract that in the event his 
wife dies, he can convert the policy 
into an annuity or pension for life. 
There should be some sort of an in- 
vestment feature to it. In spite of any- 
thing that may be said, life insurance 
is always sold in competition with some 
sort of an investment. The average 
man only has so much money to invest 
and it either goes to life insurance or 
some other investment. The life sales- 
man cannot afford to ignore the invest- 
ment feature of life insurance, and can 
easily meet competition by providing 
the policyholder with some sort of a 
return above the ordinary cash value of 
the policy.” 


Sells Easier in Fall 

Than in Summer 

A general agent said regarding fall 
business: “In this office we have always 
noticed that it is always easier to sell 
life insurance in the fall than in the 
summer. During June, July and Au- 
gust, vacations are on, the weather is 
hot and people have a rather carefree 
attitude. They do not make serious 
plans. They are inclined to let things 
drift. As cold weather approaches, they 
begin to think about the more serious 
of life. The regular routine is resumed, 
the children are sent back to school and 
the various social activities of the win- 
ter are taken up again. People begin 
to plan out what they are going to do 
and how much money they are going 
to have to do it with. When a man is 
in this frame of mind, the life insurance 
man can get the most favorable kind of 
hearing. He steps in at the right time 
and presents his argument at a season 


18 


when he is likely to get the best re- 
sponse. 
People in Mood to Buy 
Life Insurance 
“As a matter of fact, I think that 
people now have less extra money than 
ever before. By that I mean this: 


Those who bought Liberty Bonds with 
the idea of not holding them have con- 
verted them into cash and the money is 


gone. For some time bonuses were the 
order of the day. Now I find that in a 
great many cases bonuses have been 


converted into regular salaries. That 
is, if a man were receiving $150 a month 
and $25 bonus, his salary has been made 
$175 and the bonus eliminated. While 
the extra $25 was a bonus, it was spent 
rather freely. It was regarded as some- 
thing extra—easy money. Now that it 
(CONTIUED ON PAGE 7) 
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Adding Cash Values of 
Corporation Policy 
To Cut Profits Tax 


Hie demonstration in a recent issue 

of the Insurance Salesman of the 
possibility of a corporation's decreasing 
its excess profits tax by increasing its 
cxemptions through adding to surplus 
each year the amount added to the 
cash surrender value of a policy car 
ried by the corporation on the life of 
an officer or emplove has excited much 
interest among life) imsurance men. 
Commenting on this question recently, 
\. S. Ingersoll, assistant to the gen 
eral agent of the Mutual Benefit Lite in 
a recognized authority on 





Chicago and 


taxation questions as related = to life | 
insurance, said 
“In my opinion, the chief value of 


the idea of the cash value exemption ts 
as an offset to the loss of the right to | 
deduct) prennums on corporation lite 
insurance as an expense of the busi 
ress, which right was withdrawn with 
the passage of the last revenue act, 
effective in 1918. Many prospects ob 
ject to corporation life msurance be 
cause the premiums may not he 
deducted as an expense, but when | 
shown that the substituted privilege 
of adding annual increases in’ cash 
value to invested capital may be of 
more value to the corporation over a 
considerable period of vears, their ob 
jections are frequently overcome 
The aptness of connecting these 

{two ideas is that any decrease or dis 
continuance of the excess profits tax 
would have a similar effect in cither 
case, whether upon the exemption value 
of the premiums deducted as an ex- 
pense or the exemption value of the 
increase in invested capital from the | 
cash value | 

“After all, the main purpose of any 
such presentation is as an_ interest | 
getter to stir the minds of the pros- 
pects, make them think and realize the 
chief, great, indispensable function of 
life insurance as protection against un 
timely death. If one or another par- 
ticular plan succeeds in accomplishing 
that purpose, its use seems justifiable, 
provided the subject matter is pre- 
sented correctly and so as not to be 
intentionally or actually misleading. 

“Personally, I attach more value to 
the recent ruling of the treasury de 
partment permitting the deductions of 
the premiums taken out to cover debts. 

“It seems to me that with all the 
pros and cons of the taxation qu¢stion, 
disadvantageous or otherwise, corpora- 
tion life insurance still amply justifies 
itself by the indemnity which it affords 
for which there is no substitute, and 
we life insurance men are not called 
upon to apologize for conditions for 
which we are not responsible.” 


PLANS FOR DALLAS CONGRESS 





Will Be Held Late This Year—Expect 
2,000 Insurance Men To Be 
in Attendance 





DALLAS, TEX., Sept. 7.—The big- 
gest “selling” event in insurance circles 
to be held in the Southwest during the 
next twelve months will take place in 
Dallas the latter part of the vear. That 
will be the annual congress of the 
North Texas Association of Life Un- 
derwriters. The organization has de- 
cided to enlarge the activities of that 
event from one to two days. During 
the two days it is expected fully 2,000 
section of 





insurance men from every 
the Southwest will be in Dallas to 
hear discussions of several questions 


by at least two insurance men of na- | 
tional importance. While these two | 
men have not been selected the asso- 
ciation is in touch with several and at 


the proper time will close of arrange- | 
ments for them. 

Last year the congress was for but 
one day. 


It was one of the most bene- 


THE NATIONAL 


| — 


| ANSWERS 
i 


HE CONNECTICUT GENERAL | 
Tire gives some answers on some | 

of the elementary features of life | 
insurance that would be of interest to | 
the beginners. The company gets out 
life insurance lessons and these ques 
tions are found in one of its books. 
The following are the questions and 
answers 


> * * 


On what scientific basis does 
life insurance rest? 
Our object in asking this question 
was to bring out the fact that there 
is an average rate of mortality which 
has been determined by observation 
We know that in every group of 100,000 
persons selected on the same basis, the 
same number will die each year. We 
call this the law of mortality and it ts 
on this law that the life insurance busi 
ness rests. Many give for an answer 
“The American Experience Table,” 
which is simply one of several tables 
which might be used for applying to our 
purposes the law of mortality 


No. 1 


the business of 


a 3 

No. 2. What is the American Ex | 

perience Table and why is it im | 
portant? 

Our answer to this question is as | 

follows: It is a tabulation of the 

mortality rate of 100,000 lives, con 


structed mostly from the experience of 
one American life insurance company, 
and now used by most American com 
panies as a basis for calculating the 
premium, Several answers state that 
this is the result of the combined ex 
perience of life insurance companies. 
+ * * 

No. 3. What is the weakness of fra- 
ternal or assessment insurance in its 
original form? 

The fundamental weakness was that 
no provision was made for the rate of 
mortality increasing with age. Al 
though all the answers indicate that 
this point is grasped, many of them 
speak of the many ill consequences of 
this weakness and neglect to detine the 
weakness itself. 

. * » 

No. 4. What is a level premium and 
why is it desirable? 

Here again the answers prove a per- 
fect comprehension of the facts, but are 
not accurate because they attempt to 
explain the operation of the level 
premium more fully than the lesson 
does. Our answer to this question, 
drawn from the lesson, is as follows: 
A premium which remains the same 
throughout the duration of the policy 
and in its early days accumulates a re- 
serve to take care of the high mortality 
rate of later years, thus distributing the 
increasing cost evenly over the whole 


eriod. 
P * > * 


No. 5. What three factors determine 
the premium? 

The answer is (1) mortality charge, 
(2) expense, (3) interest earnings. Al- 








ficial meetings of its kind held in the 
country. This year with a session of 
two davs the association plans to make 
the congress doubly effective. At the 
September meeting of the North Texas 
Association committees will be named 
to work out the complete plans for the 
congress. 

Following the congress proper the 
greater part of the delegates will break 
up into groups and hold conventions of 
their own. Already the Southland, the 
Southwestern of Dallas and the Kansas 
City Life have announced that their 
annual conventions will be held in 
Dallas the day foliowing the adjourn- 
ment of the congress. Other com- 
panies are expected to follow. This 
action is being taken to give the agents 
an opportunity to attend the main con- 
gress of insurance men in the South- 
west. 





SOME INTERESTING QUESTIONS AND 


UNDERWRITER 


ON LIFE INSURANCE | 


though two answers give reserve instead 
of interest carnings on the reserve, we 
understands this 
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Companies Becoming 
More Liberal Toward 
Sub-Standard Risks 


OMAHA, NEB., Sept. 7.—An inter- 
esting commentary on the general ten- 
dency among life insurance companies 


och auee evcoubady 
eee Boer ence errors were | 1" the United States toward establish 
sluply inadvertent. ing sub-standard departments is the 
: ie i attitude of middle western companies 

No. 6. Where does the reserve come _—e to this rather recent departure. 
ie I ebraska life underwriters say that 
hear oe while there is, as a matter of fact, no 
theme: te te jee i aa o ae well-defined tendency on the part of 
. ‘ companies in this section, such as the 

of the premium which in the earlier Bankers Reserve, Commonwealth Life. 


year. ot the policy is not needed to 
pay the mortality cost and from the in 
terest carned upon this accumulation. | 

* +* * 


No. 7 In what lies the strength of 
the legal reserve system? 
In the answers to this 
find the same tendency we have al 
ready noticed Instead of getting at 
the fundamental strength of the legal 





question we 


North American Life and others, to 
establish regular sub-standard depart 
ments, there is unquestionably a “lib 
eralizing” on the part of all companies 


Would Give All a Chance 


“The companies are more liberal than 
ever before in handling the sub-stand 
ard class of business,” said W. G. Pres 
ton, vice-president of the Bankers Re 


reserve system, the answers give its | serve Life. “They feel that it is only 
tiany advantages. Our answer is as | Just and fair that they should give pet 
follows: Its streneth lies in the con sons, who may not measure up in every 
stant reduction of the amount at risk] particular to the requirements ordi 
by the accumulation of the reserve narily demanded, a chance to insure 


** * 
No. 12. What ts meant by partic 
pating and nonparticipating insurance? 


This is not an casy question to an 
swer, even for one who has a tirm grasp 
of the subject. The best answer we 
can give in a few words we take from 
the lesson itself: Under the system 
called “Participating Insurance,” the 
company returns to the policyholder as 
much of this unused margin of safety 
as it deems safe. Under the “Non 
participating” system, in fixing the 
premium the company figures on the 
saving from mortality and interest to 
pay in part the expense of handling the 
business and instead of adding to the 
net premium a loading equal to the 
expense that will be incurred, it adds a 
very small loading, resulting in a cor- 
respondingly lower premium. 

No. 13. When examining the state- 
ment of a life insurance company how 
do you account for the discrepancy be- 
tween the amount the company must 
pay policyholder (the insurance tm 
force) and the total assets of the com- 
pany? 

Because some of the answers are in- 
adequate like “The premium takes care 
of it,” we give here the answer as 
given in the lesson: The company 
does not need to maintain the amount 
which would be necessary to settle all 
policies if they matured today but only 
(to quote our definition of the reserve) 
“the amount which when increased by 
future interest and future premiums will 
be sufficient to pay all outstanding 
policies of the company as they ma- 
ture.” 

* * * 

No. 14. What is the source of the 
company’s surplus? 

Answer: Mainly the saving in mor- 
tality and expense and the excess in- 
terest earned. 


Confusion Over Taxes 


seems to be more or less con- 
fusion even among insurance men be- 
tween income tax and inheritance tax 
as affecting the proceeds of life insur- 
ance policies. There is no income tax 
collectible on the proceeds of a life in- 
surance policy made payable to an in- 
dividual beneficiary or an estate, al- 
though the tax does apply in the case 
of a policy made payable to a corpora- 
tion. The inheritance or estate tax ap- 
plies, however, with present exemption, 
without regard to the character to the 
beneficiary. 


There 





E. Guy Owens, Oklahoma genera! 
agent for the Mutual Life and presi- 
dent of the Oklahoma Life Underwrit- 
ers’ association, and Mrs. Owens left 
Sunday night for New York City, where 
they will visit until the convention of 
the National Association of Life Under- 
writers in Boston. 





We usually take the application, then 
study the statistics to ascertain whether 
we can handle the case by rating it up.” 


Fit Polley te the Man 


\ccording to Mr. Preston, the gen 
eral attitude among western companies 
is to attempt to decide each case on 
its merits, and to “fit the policy to the 
man” wherever that be possible, rather 
than to make certain definite and iron 
clad_ classifications, requiring each in 
dividual to come within one of those 
classes, arbitrarily ruling him out of 
the running if he falls short. 

“Many companies now have a dozen 
different kinds of policies,” he said, and 
if one doesn't ‘fit’ they try another. The 
difference comes in rate as well as 
form.” 

The companies are all well supplied 
now with statistics relative to defects 
in applicants, such as overweight and 
the like, and are advising with increas- 
ing frequency with the medical boards 
and company officials relative to the 
writing of physically defective appli 
cants, 

Commonwealth Keeping Of 


Frans Nelson, president of the Com 
monwealth Life, on the other hand, said 
that his company is “keeping away 
from the sub-standard” business as 
much as possible, although Mr. Nelson 
also recognizes the “liberalizing” ten 
dency of the times. 

“The only way we could handle syb- 
standard business,” he said, “would be 
to get some other company regularly 
in that line of underwriting to take 
the policies off our hands. At one tim¢ 
we did that with a certain company 
but have discontinued that connection 

“A good many companies, undoubt- 
edly, are writing that kind of business 
in the central west now, however, and 
the tendency is growing. Beyond ques 
tion all the companies are growing 
more liberal. For instance, they hav: 
more liberal disability clauses than 
formerly.” 


Not Forming Separate Departments 


So, it may be said, so far as the cen- 
tral western companies are concerned 
while the tendency is to be more lib 
eral, and to give the “lame duckling” 
a “square shake” at insurance, though 
they charge him a higher rate, there is 
not, among all companies, a definit: 
tendency toward the establishment of 
regular sub-standard departments. 





Conducts School of Instruction 


Dr. G. B. Van Arsdall of the New York 
office is in charge of a school of instruc- 
tion for forty Iowa agents of the Equita- 
ble Life of Des Moines. The school be- 
gan in Des Moines Aug. 30 and concludes 
Sept. 16. 
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EQUITABLE LIFE AND 
DISABILITY POLICIES 


New Department Has Worked Out 
Very Successfully After 
Eighteen Months 


NON-CANCELLABLE FORM 


Agents Find That One Class of Busi- 
ness Supplements the Other 
Very Satisfactorily 

NEW 


months 


YORK, 


have 


Sept r Kighteen 


now clapsed since the 
quitable Life of this city, after nearly 
60 years of successful adventure in the 
life msurance field, determined to enter the 
personal accident and health insurance 
The results attained thus 


ranks as well 


jar have proven all that its management 


hoped for. Issuing both cancellable 
and non-cancellable policies, and ac- 
cepting business only from its own 
agents, the sale of contracts im the 


new department has steadily increased 
month by month and gives every indi- 


cation of so continumes 


Iden Was to Broaden Service 


lhe primary idea for entering in the 
personal accident and health field) was 
to broaden “Equitable 
policyholders, rather than to 
direct profit from the branch 
the disability 
noi stressed to anything 


service” to its 
attain a 
For that 
contracts 
like the 
degree the life business is developed. It 
is quite conceivable, however, that the 
time will come when agents will be as- 


reason sale of 


was 


igned allotments in the = accident 
branch just as they are today in the 
life department, and will be expected 


to qualify thereunder 
Non-Cancellable Policies 


As the Equitable Life was the first 
of the great organizations of this coun- 
try to write non-cancellable accident 
ind health policies, its experience in 
the field is of unusual interest to mem- 
hers of the fraternity, particularly since 
other aggressive companies have fol- 
lowed its example, and they, too, are 
issuing disability contracts for life 
periods. The Equitable Life requires 
i medical examination of all appli- 
eants for its accident policies, just as 
it does for its life contracts, and will 
ssue both sets of policies under the 
me examination. Its rates for health 
ind accident coverage are graduated 
iccording to the age of the assured, dif- 
fering in such respect from the prac- 
tice of the general accident writing 
companies which charge a flat pre- 
mium, usually ages 18 to 50 years. 


Average Age of Policyholders 


The majority of its policyholders are 
irom 35 to 45 years of age, being in 
the main men of established business 
position who appreciate the value of 
the non-cancellable feature as applied 
to casualty indemnity. The claims 
made thus far have been those usual to 
iccident insurance offices, and in about 
the same ratio. No claim that is likely 
to call for life annuities has yet been 
‘resented. The business, however, is 
still young, and the benefit of the rigid 
medical examination should persist for 
vears. Early in January last 
the company removed the house con- 
finement clause from its accident and 
health contracts. It now grants in- 


several 


demnity from the day of accident or 
The limit of liability assumed 
under the non-cancellable policy is $30,- 
0) "mon a single life. 

While 


illness 


the younger agents of the 














WHAT IT DOES 
Safeguards the value of the human 


element, offsetting the resulting 
from the death of an officer, manager, 


loss 


specialist or partner whose skill and 
experience die with him. 
Increases the financial credit of the 


firm and makes for a more ready ac- 
ceptance of its paper at a small rate of 
interest. Suggested by banks and fre- 
quently is a deciding factor as to a 
bank’s acceptance of the firm's paper. 

In many cases it prevents the calling 
of loans by banks in times of panic 
and industrial depression. 

It gives an absolute financial 
to good-will and is almost indispensa 
ble in the organization of a new busi- 
ness, or the continuance of an old, 
whose success depends upon the life of 
one or more persons. 

It affords an economic method of 
accumulating a sinking fund by means 
of which a firm may liquidate bonded 
indebtedness, extinguish floating obli 
gations and secure ready cash for the 
increase of its business or surplus, with 
a further advantage im 
that the sinking fund in whole or part 
is immediately available. 

It protects partners where 
the partners ts a specialist, 
services cannot well be replaced 

Many a promising business has had 
to be given up on the eve of great suc 
cess because of the death of a partner 
and the demand of the executors of his 
estate for the withdrawal of money 1n- 


case oft 


each of 
whose 


vested. It allows a partner to acquire 
a deceased partner's interest im the 
business. It prevents forced liquida- 
tion. 


It is an asset to be carried as such on 


Equitable Life were enthusiastic 
its departure from the first, some of tts 
older men were a little skeptical in the 
matter, fearing that the sale of the acci- 
dent contracts would militate against 
that of the life business and the primary 
business of the organization would suf- 
fer as a result. Such in practice has 
not proven to he the case. On the 
contrary, the reverse holds true, the 
sale of an accident policy frequently 
serving as an excellent introduction to 
the issuance of a substantial life con- 
tract. Holders of life policies have 
been easy to interest in the accident de- 
partment and have readily been induced 
to take complete coverage in the com- 
pany. 
Avenue for Immediate Income 


over 





value | 


death | 


| cannot shrink 


LIFE INSURANCE EDITION 


BUSINESS AND PARTNERSHIP INSURANCE 


H 


the books for an amount equal to the 
annually increasing surrender 
value stated in the policy. 

Its annually increasing loan value 
can be used in times of financial strin 


cash 


WRITING WEALTHY MEN 
_ IN BRITAIN AND U. S. 


Experience of Companies in the 
Two Countries Has Been 
Decidedly Different 


gency and is more advantageous than | 


loans with a bank, which may be called 
in times of financial stress or continued 
only at increased interest. 

Many firms have been saved by their 
ability to secure 
policies when all other sources 
failed Many a note coming due 
been paid, pay-rolls have been met and 
bills contracted for material have 
paid. 

It insures practical men against the 
loss of capital 

It safeguards the 
interests. 


loans on insurance 


have 
has 


been 


deceased partner's 


It saves the dissolution of a business 


costing years of hard work and sacri 
lice. 
It is more important than fire insur 


ance because a loss by 


placed. 


It saves a readjustment or curtail 
ment of the business. 
It is an asset of fixed value, that 


free from tax 
collateral for a 


property 
ation, and gilt-edged 


loan if needed, 
President Chas. |} Clark, of the 
| Bradstreet Company, wrote a_ short 


| beyond a 


time before his death 

doubt that 
surance strengthens the 
adopting it. The 


“It is practically 
corporation in 

credit of firms 
increased confidence 


| which it establishes is recognized in the 


The younger agents have found the | 


accident branch an admirable means for 
securing an immediate income, pros- 
pects freely signing for such indemnity 


while demanding time to consider the | 


more expensive life policy. One after 
another the older and 
agents have taken to the latest depar- 
ture and today there is no more ardent 
champion of accident and health insur- 
ance than the E. A. Woods office at 
Pittsburgh, for example, representatives 
of which are writing the business in 
steadily increasing volume. That 
sale of accident insurance does not in- 
terfere in the least with the solicitation 
of life business is perhaps best attested 
by the fact that the largest individual 
producer of life premiums in its ranks 
also wrote the heaviest accident busi- 
ness as well, proving that each depart- 
ment aided in advancing the interest 
of the other. 
Has Not Driven the Agents 
While the 


Equitable Life has made 


larger general | 


mercantile community and thus re- 
flected through our reports.”—New 
York Life Bulletin 


the call of the solicitors in their re 
spective fields. Generally speaking, the 
company has been content to develop 
its accident business slowly, desiring 
that the agents voluntarily interest 
themselves in the department rather 
than that they be urged to take it up. 

The inauguration of the accident and 
health branch of the Equitable Life 
was largely the work of the late John 
B. Lunger, then senior vice-president, 
and of Leslie C. York, superintendent 
of agencies. As former casualty men, 
Messrs. Lunger and York had a kindly 
feeling for accident and health insur- 
ance and argued that it would admir- 
ably supplement the life business of 
the organization. Since the death of 
Mr. Lunger the supervision direction of 
the business has rested in the very com- 
petent hands of Mr. York. 

Credit for first issuing a non-can- 
cellable accident and health policy in 
the United States belongs to the Mas- 
sachusetts Accident of Boston, which 
made the departure in 1914. At the 
present time such contracts are also 
written by the Pacific Mutual Life, 
Travelers, Continental Casualty and the 





| Aetna Life, the last named having 
newly entered the field. 
Guardian Life Figures 
A typographical error in a _ recent 


the | 


no effort to drive its accident depart- | 


ment, it does maintain two or 
special agents, who are experts in the 
line and who devote their 
solely to explaining its workings to 
agents throughout the country. The 
branch office managers, too, have given 


three | 


attention | E 
| move into it about Nov. 1. 


the subject particular study and are at | 


article covering the production figures 
of the Guardian Life of New York as 
presented at its recent agency conven- 
tion caused the paid-for production for 
1918-1919 club year to appear as 
$50,000,000, instead of $30,000,000. The 
production for the club year just closed 
was $44,200,000, showing a very satis- 
factory increase for the year. 


Phoenix Mutual Moves Soon 


The new buildine which is being con 
structed bv the Phoenix Mutual Lift 
at Hartford. Conn., is practically com 
pleted and the company is preparing to 
Three floors 


of the quarters now occupied by the 
Phoenix Mutual will be taken over by 
the Aetna Life 


fire can be re- | 


FOUND POOR RISKS HERE 


Men of That Class in England Usually 
Have Inherited Wealth—Strain 
Is Not So Great 


NEW YORK, Sept While the 
general experience of the American life 

} msurance companies in writing large 
| policies upon the lives of wealthy men 
has been unsatisfactory, the reverse 
holds true in Great Britain, where 
| through a long series of years the 


have 
he 


condition is 


heavily insured lives proven the 


theory ad 
the 


desirable risks. 
this 


|} assured of Great Britain, as a rule, hav: 


most 


vanced for that 


inherited their wealth, are accustomed 


to the use of money, and live more 


| temperate and well regulated lives than 


| do the wealthy men of the United 
States. In this country the great per 
| centage of our rich men have acquired 


money through their own energies, and 
in the process of its accumulation have 
worked under high mental or physical 
strain, not infrequently both; and when 
they seek relaxation it is usually in an 
extreme form. They are prone to live 
high and not infrequently commit sui 
| cide as a result of business worry 


Evans Presents Statistics 


Numerous applications for insurance 
in large amounts from wealthy men 
during the past few years have served 
to redirect attention to the experience 
of the companies with the class. Percy 
H. Evans, of the Northwestern Mutual 
Life, in an address at the annual con 
vention of the American Institute of 
Actuaries at Indianapolis, in May, pre 
sented some interesting statistics and 
observations upon the subject. He 
pointed out that it was safe to assume 
an excessive mortality upon heavily 
insured lives, and urged as safeguards 
double medical examinations, critical 
inspections into the habits and history 
of the applicants, and a limitation of 
the liability assumed. 

Dr. Brandreth Symonds, chief med 
ical director of the Mutual Life, has 
for years devoted special study to the 
history of heavily insured lives, and at 
a gathering of the Association of Life 
Insurance Medical Directors in 1919 
presented an exceedingly valuable ad 
dress covering “The Mortality Experi 
ence on Risks Insured for $50,000 and 
Upwards on One Application.” 





Mutual Life Experience Analyzed 
Analyzing the experience of the 
| Mutual Life with risks of the above 


noted character during a period of 31 
years, from 1885 to 1915, both inclusive, 
Dr. Symonds noted the following re 
| sults: 
| On risks in Class I, $50,000 to $100,- 
000 inclusive; policies issued from 1885 
to 1895, and exposed to 1916—On 7,828 
exposures the death ratio on applica- 
tions was 115.9, with a claim ratio on 
amounts of 115 

On Class II risks, over $100,000 to 
| $250,000 inclusive—A death ratio on ap 
| plications of 104.8 on 156 exposures, 
|} and a ratio of 106.1 on amounts 
| Upon policies issued from 1896 to 
| 1905, and exposed to 1916, the ratios 
| in the above noted classes were: Claas 
| I—100.2 on applications and 95.6 on 
amounts; in Class II, 83.5 on applica- 
tion and 83.9 on amounts. For the same 
periods the experience on Class III 
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There are No Strikes 


on the Farm 
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money. 








HE city agent solicits 
employers and 
employes. 
the farm agent. 
But the farm em- 
ploye is a_ better 
prospect for life 
insurance than he 
who lives in the 
city. The 
employe has no H. 

to worry 

about—his living is 
provided. And 
there are 
demands for his 


So does 


farm 


fewer 


In fact 


the farm employe 


lives in an atmosphere of thrift, an atmosphere 


congenial to the life insurance agent, 
an atmosphere of extravagance. 


instead of 


There are no strikes on the farm. Whole cities 


are thrown into financial straits by 
big industries. 


strikes in 


Strikes eliminate the strikers as 


prospects for life insurance and minimize the 
possibility of selling life insurance to employers 


and merchants and professional men. 


No such 


situation is ever created in the country. 


Selling life insurance to farm owners and farm 
employes is a lucrative business, especially when 
the salesman is peculiarly equipped to serve 
those who live on the farm, especially the agent 


who represents 





Ghe 


FARMERS NATIONAL 


Life Insurance Co. 


FARMERS NATIONAL LIFE BUILDING 
3401 South Michigan Avenue 


CHICAGO, ILL. 





























risks—those over $250,000—was as fol- | CONNECTICUT MUTUAL PLANS 


lows: On _ applications 229.6; on 
amounts, 288.4. 

Issues of 1906 to 1915, exposed to 
1916, supplied these results: Class I, 
on applications, 94.7, on amounts, 98.8; 


! 


Class II, on applications, 132.5, on | 


amounts, 131.2; Class III, on applica- 
tions, 369.1, on amounts, 303.4, 


Several Varieties Listed 


In his study of applicants for large 
amounts Dr. Symonds says the “intru- 
sions” may be divided into several 
varieties: 

“A,.—Risks who are sound physically 
but bad financially. This class includes 
those who take out very large amounts 
of insurance with the definite idea of 
terminating life before the next pre- 
mium becomes due. 

“A company tries to prevent these 
risks (1) by excluding applicants for 
large amounts from the cheap term in- 
surance; (2) by insisting on full an- 
nual premiums for large policies; (3) 
by incorporating a suicide clause in 
the contract; (4) by rigid investigation 
of the finances. None of these is very 
satisfactory. The second is met by the 
risk giving a note to the agent who is 
able to discount it at his bank. The 
third is satisfied by making the exitus 
wppear accidental, thereby forcing the 
claim at the best to a trial by the jury 
on a question of fact, and we all know 
the result in such a procedure. 


Financial Investigation Difficult 


“The fourth step, the investigation 
of the finances, is most difficult and 
often very unsatisfactory. The ordinary 
mercantile agencies base many of their 
reports upon information furnished by 
the risk himself. Banks and bankers 
are sometimes greatly influenced by 
notes which they may be carrying for 
the risk or his corporation. They may 
even give a clean financial bill of health 
in the very hope that the insurance 
may furnish the family with sufficient 
money to pay off their claim on the 
estate. A financial statement by the 
risk himself is of very little value un- 
less it can be incorporated with the 
policy and made part of the contract. 
Tardiness and failure in paying ‘the 
butcher, the baker and the candlestick 
maker’ are very definite financial de- 
fects in an applicant for a large amount. 

Some Insure Beyond Means 


3.—Risks who are sound physically 
and whose finances are moderate but 
who take more insurance than they can 
really afford. He may take the ex- 
cessive insurance because he has pros- 
pects of increased income in the future, 
and the immediate cheapness of the 
insurance appeals to him. The same 
precaution should be taken in this type 
of risk as in A. If he is disappointed 
in his prospects, there may be a tempta- 
tion to resort to suicide when the sec- 
ond premium comes due. The usual 
suictde clause, covering a year, will 
tend to prevent this and the risk will 
either lapse his policy or by hard 
scratching pay his second premium. 
If his finances fail to improve after 
that, the temptation is always present 
when a premium comes due, to make 
secure the provision for his family 
which his imagination, hopes and altru- 
ism had anticipated when he took out 
the insurance. He has been known to 
convert his policies into extended term 
insurance and then commit suicide 
shortly before the date of expiry. Intru- 
sions of this class therefore may affect 
the mortality rate for some years after 
entrance while those of Class A ripen 
in the first policy year. 

Where Alcoholic Habits Are Bad 


“C.—Risks who are sound physically 
and financially but whose alcoholic 
habits are bad. 

“Theoretically we ought to reject 
risks for large amounts when the alco- 
holic habits are in doubt even more 
promptly than when the application is 
small. Practically I wonder if we do 
apply this rule rigidly. It is not diffi- 
cult to get abundant testimony from 











Same Program To Be Followed at Each 
of the Five Sectional Agency 
Meetings 


The same program will be followed 
| for all tive of the sectional meetings 
| which the Connecticut Mutual Life is 
holding this month, with different men 
leading the discussion at each place, 
except that James Lee Loomis, vice- 
president; H. H. Steiner, superinten- 
dent of agencies, and H. F. Gray, assis- 
tant superintendent of agencies, are 
scheduled to make the opening ad- 
dresses at each meeting. The series 
started last week in New York. Meet- 
ings are scheduled for this week at 
Baltimore and Cincinnati. The meet- 
ing at Kansas City will be held next 
Monday and Tuesday and the series 
will close at San Francisco Sept. 20-21. 

Under the general topic of * ‘Prepara- 
tion of the case before the interview, 
the specific subjects for discussion at 
eack meeting will be: 

1. Best policy for a man, age 32, with 
a wife and two children whose income is 
from $4,000 to $6,000 per annum. 

2. Best policy for a man, age 32, with 
a wife and two children, whose income 
is $10,000 or more per annum. 

Under the general topic, “Methods of 
getting a prospect interested in life in- 
surance,” the specific subjects are: 

1. How to impress upon the mind of 
the prospect his need for insurance 
through the old age protection plan. 

2. How to impress upon the mind of 
the prospect his need of a sum to guar- 
antee an education for his children. 

3. How to impress upon the mind of 
the prospect his need for insurance 
through interest income and installment 
settlements. 

4. How to impress upon the mind of 
the prospect his need for life insurance 
by the use of disability agreements. 

5. How to impress upon the mind of 
the prospect his need for life insurance 
by the use of temporary and initial 
terms. 

6. How to impress upon the mind of 
the prospect his need for life insurance 
as family protection. 

Other subjects scheduled for discussion 
are “Business Insurance,” “Closing on 
First Interview,” “The Agent’s Obli- 
gations to the Public,” “Selection of 
Prospects,” “Systematizing the Day’s 
Work.” “Why I am in the Life Insur- 
ance Business with the Connecticut Mu- 
tual,” and “The Agent's Obligations to 
the Company.” 

There will also be addresses on “Taxa- 
tion—Its Bearing on Life Insurance,” by 
Mr. Loomis; “District Agency and 
Agency Supervisory Work in Connecti- 
cut Mutual Organization Plan,” by Mr. 
Gray; “Opportunity,” by Mr. Steiner, and 
“Education and Service,” by H. M. Hold- 
erness, agency correspondent. 





people who never saw the applicant 
drunk or even drinking. The standard 
of alcoholic excess differs in different 
grades of society and in different social 
sets in the same grade. Furthermore 
every friend of the applicant will tend 
to minimize his alcoholic excesses, and 
if some unfriend reports that the 
habits are bad, the cry is raised that 
his report is prejudiced. The tempta- 
tion to present this favorable testimony 
is greater, the larger the premium. A 
large volume of it tends to confuse the 
mind of any layman who reads the 
correspondence. Sometimes even a 
medical director is carried away by it. 
forgetting that an ounce of positive 
testimony is worth a ton of negative 
testimony in such a matter. In other 
cases it seems to be impossible to get 
an accurate idea of the alcoholic habits 
of a risk, even with the most careful 
inspection and investigation. This ap- 
plies particularly to men of power and 
wealth who are determined that the 
public shall not know of their secret 
vice. When such a risk desires insur- 
ance, he usually seeks a large amount. 
It is not surprising that when the case 
becomes a death claim, we are able to 
secure full and reliable information 
about alcoholic excesses, which had 
been entirely concealed. But post 
mortem information of this kind is 
rarely of much help to the company. 
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Successful and Ambitious Life Insurance Salesmen Wanted 
TO EXTEND WEST COAST SERVICE 


IN THE GREAT NORTHWEST 


Where an Unprecedented Era of Growth and Progress in the Development of Natural Resources is being experienced 
and where Existing Conditions co-operate with the 


OPPORTUNITY FOR BUILDING A PROFITABLE FUTURE 
THAT IS PRESENTED BY 
The PIONEER SERVICE INCOME CONTRACT of the 


WEST COAST LIFE 


These factors form 
AN IRRESISTIBLE COMBINATION 


To inspire the Permanent Success and Prosperity of Industrious and Efficient Salesmen of Life Insurance Service 
who naturally desire and are entitled to the Maximum Remuneration for their Work. 


IN ADDITION TO LIBERAL FIRST YEAR COMMISSIONS 


The PIONEER SERVICE INCOME CONTRACT provides: 
Ist. A Monthly Income based on Efficiency. 
2nd. A Mortuary Fund for the Agent’s family in the 
event of his death while in the Company’s service. 
3rd. A Life Income after 20 Years of Continuous Service. 
4th. Provisions against Total and Permanent Disability. 


IF THESE ATTRACTIVE FEATURES APPEAL TO YOU, MR. SALESMAN, 


Write at once for complete information concerning this, the most unique and liberal agency proposition that has yet 
been devised, either addressing the Company directly at its Home Office, 376 Pine St., San Francisco, California, or 


J. W. STEWART 


Sup’t of Agencies, Northern Dep't 


705 Gasco Building WEST COAST LIFE Portland, Oregon 
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His Money’s Worth 


The policyholder in the Cen- 
tral Life gets his money’s 
worth. He does not get more 
than that, because there are 
only 100centsinadollar. But 
a careful examination of Cen- 
tral Life contracts reveals 
| such marked liberality, such 
modern adaptability, that 
it seems as if there were a 
little extra thrown in gratis. 


The policies of the Central 
Life are maderight. Theyare 
what people want inlife insur- 
ance protection. The agent 
representing the Central Life 
is fully equipped to fill his 
obligation of doing the great- 
est good to the greatest pos- 
sible number. 


Central Life Assurance Society 
of the United States 


(Mutual) 
Des Moines lowa 























ELLSWORTH PRESIDENT 


HEADS THE COMMISSIONERS 





Notes for Life Insurance Premiums 
Must Carry the Legal Rate 
of Interest 


OFFICERS ELECTED 


President, Frank H,. Ellsworth, Mich- 
igan. 
First Vice-President, A. L. Harty, Mis- 
souri, 

Second Vice-President, Thomas B. Don- 
aldson, Pennsylvania. 

Secretary-Treasurer, Joseph Button, 
Virginia. 

ixecutive Committee, Jesse S. Phillips, 
New York, chairman; James KR. Young, 
North Carolina; Burton Mansfield, Con- 
necticut; C. W. Fairchild, Colorado: W. 
N. Van Camp, South Dakota; Arthur C, 
Savage, lowa, 


BEVERLY HILLS, Cal. Sept. 3. 

| The question of twisting business by 
| life insurance agents, on which action 
| - ‘ 

| Was expected by the National Conven- 
}| tion of Insurance Commissioners at 
| 
' 
| 
! 





its session here, was not taken up, but 

a resolution was adopted to the effect 

that notes for life insurance premiums 

should not be taken unless they bear 
| the legal rate of interest. 

|} In the report of the committee on 
| valuation of securities, presented by 
| Superintendent Phillips, of New York, 
}and approved by the convention, no 
method is recommended, as actual mar- 
| ket values are below the 1919 committee 
valuation. The usual procedure will 
| be followed. 

The heavy cost of examination of the 
companies was scored by several com- 
missioners and the committee on exam- 
inations urged more cooperation in all 
departments, with a view of reducing 

this cost. 


CONVENTION SIDELIGHTS 

Easily the most popular man at the 
convention was James J. Humphreys, 
who represents a printing company of 
Nashville, Tenn. Humphreys carried a 
box of cigars around during the entire 
convention and saw to it that none of 
the delegates went smokeless. 

. . . 


Vice-President K. M. Davis of the 
Arizona Fire was host to visiting com- 
missioners many times His quarters in 
the hotel was an oasis few passed up 

. . 


A party of delegates and company 
officials returned from the Beach Tues- 
day night or rather, Friday morning, in 
a happy mood. They woke up half the 
hotel to tell about it before they got 
indoors. 

- > > 

Commisioner McCabe of California was 
kept busy showing the delegates how he 
liquidates bankrupt insurance concerns. 
As a “Liquidator,” McCabe was voted 
a success, 

> * . 

Convention delegates were curious to 
know where General Counsel O. B. Ryon 
of the National Board of Fire Under- 
writers spent Thursday evening They 
wanted to visit the same place. 

> >. > 





Nothing was too good for the Con- 
vention delegates, every effort being 
made by the Los Angeles folks to see 
that they had a good time. Commis- 
sioner Phillips of New York expressed 
the sentiment of his colleagues when he 
declared that they would be glad to 
make the meeting in California an an- 
ual event. 

. > > 

Bungalow 10 was a popular meeting 
Place for the visiting commissioners. 
There, Vice-President John Marshall, Jr., 
of the Firemens’ Fund, and General 
Agent W. O. Wayman of the National 
Fire, dispensed hospitality in true Cali- 
fornia fashion. 

> > 





The event of the convention was the 
Stag dinner tendered to the Commis- 
sioners by Vice-President Lee A. Phillips 
of the Pacific Mutual Life at his hand- 
some home Friday Those fortunate 
enough to attend, pronounced it an event 
they will long remember. 

> . . 


Commissioner Metzger of Hawaii was 
called away from the convention by the 
|} sad news that his sister had died sud- 





Among those at the convention, out- 
side the department officials, appeared 
numerous company executives, reciprocal 
and mutual underwriters, fraternal rep- 
resentatives, attorneys and _ insurance 
newspaper men. These included Jas. V. 
Barry, assistant secretary Metropolitan 
Life; Wm. Brosmith, counsel Travelers; 
Dr. Ben. L. Bruner, president Transy!- 
vania Casualty of Louisville, Ky.; L. K. 
Cleveland, National Union, Chicago; 
Walter K. Chorn, Kansas City, Mo.; 
Elmer H,. Dearth, president General Cas- 
ualty & Surety, Detroit; F. G. Dunham, 
counsel Association of Life Insurance 
Presidents, New York; J. O. Davis, San 
Francisco, Modern Woodmen of America; 
Herman L. Ekern, Chicago, counsel Asso- 
ciated Mutual Insurance Companies; Jos- 
eph Froggatt, Newark, N. J., accountant; 
W. A. Fraser, Woodmen of the World, 
Omaha, Neb.; Andrew F. Gates, Hartford, 
counsel Bureau of Health & Accident 
Underwriters; John Sullivan, Kansas 
City, legislative agent, Modern Woodmen 
ot America; A. KE. Tuck, New York, as- 
sistant secretary Equitable Life; Henry 
F. Tyrrell, Milwaukee, secretary pub- 
licity department, Northwestern Mutual 
Life; Thos. F. Tarbell, Arthur |. Vorys 
Columbus, O. 

. > > 

Jesse S. Phillips of New York was re- 
elected chairman of the executive com 
mittee and together with Commissioners 
Young, North Carolina; Manstield, Con- 
necticut, and Fairchild, Colorado, are the 
old members of this important body. To 
take the places of former Executive 
Committeemen Ellsworth, Harty and 
Donaldson, who were promoted to the 
offices of president, first vice-president 
and second vice-president, respectively 
the convention named Commissioners W 
N. Van Camp of South Dakota, Arthur 
C. Savage, lowa, and Clarence W. Hobbs 
of Massachusetts 

. > 7 

In placing Ellsworth in nominatioa for 
the head of the commissioners’ body, 
Superintendent Phillips of New York 
paid a tribute to the work of his col 
league in the interest of the convention 
and declared the body honored by his 
membership. A. L. Harty of Miseouri 
was nominated for the first vice-presi 
dency by Commissioner Fairchild of 
Colorado. The latter drew a laugh when 
he stated that Mr. Harty was “more or 
less an eloquent speaker” and in disputes 
he had had with the Missouri official 
“he had found him to be right, some 
times.” 

o . > 

Mr. Donaldson of Pennsylvania was 
declared a young man of parts and good 
common sense by Darst of West VWir- 
ginia, who offered his name for the 
second vice-presidency. 

. . > 

Jos. Button of Virginia was placed in 
nomination to succeed himself as secre- 
tary and treasurer by Commissione: 
Young of Carolina, who said that he 
was moved to name the Virginian be- 
cause he knew a faithful worker when 
he saw one. 


Experience on Special Policy 


On May 1 the Metropolitan Life had 
been writing its special $5,000 on th: 
whole life plan with greatly reduced 
rates for 11 years. The company keeps 
a separate accounting of these policies 
It announces that sufficient surplus had 
been accumulated to permit it to re 
fund to the holders of all policies, is- 
sued after the new law went into et 
fect July 1, 1916, the amount of the 
increase in rates. The new policy was 
first sold at net rates. However, there 
was so much opposition to this on part 
of many agents and companies, that the 
New York legislature passed a law im 
19%6, forbidding companies to write at 
net rates. It was claimed that a policy 
written at these rates could not pa) 
expenses and mortality and keep up 
the legal reserve. The argument was 
made that a policy written on the net 
basis was discriminatory. It was 
claimed that surplus would be taken 
from the general fund to make up th« 
deficit of the special policy account 
The Metropolitan states that it has 
been able to make a refund on these 
policies for the last three years and 
expects to be able to continue this. 


e H. Hamilton, former genera! 
agent of the Pacific Mutual Life at 
Louisville, will go to Los Angeles the 
latter part of this month, to become 
connected with the home office general 











| denly at Washington, D. C. 


agency. 
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PROSPECTS BRIGHT FOR FALL 
(CONTINUED FROM PAGE 1) 
is straight salary, it is spent more ju- 


diciously. This has resulted in people 


shutting down on expenditures at least | 


to some extent. They feel they are get- 


ting down to rock bottom. Almost 
everyone has had to buy a number of 
things at prevailing prices which are | 
higher than they have ever been before, | 


It seems to me that the whole tendency 


is toward greater conservation of re- | 


sources and thrift. The orgy of reck- 
less spending is nearing its end. People 
are not going in for the luxuries as 


heavily as before. Notice what the big | 
stores are having sales on. You will | 


see that the luxuries, the non-essentials, 
have been greatly reduced in price. 
Salaried men have been shocked into a 
realization of the fact that while they 
can get along all right on the salaries 
they are making, the folderol must be 


cut out. Such a view helps rather than | 


hurts the cause of life insurance. The 
man who is beginning to lean toward 
thrift, who is commencing to see that 
Le cannot spend all he earns and ex- 
pect to have anything can be ap- 


proached by the life insurance man with | 


good results. For the man who is will- 


ing to save and feels the necessity of | 


making some provision for himself, 


there is nothing better than a life in- | 


surance policy. It seems to me that 

with thousands of peopte in the mood 

to save for the first time in several 

years, the life insurance man has a 

chance to make a big clean-up this fall.” 
>. > . 


Agency managers in Chicago are look- 
ing forward to a splendid volume of 
business this fall. Basing their predic- 
tions on present indications they feel 
confident that the last four months of 
the year will be just as favorable as the 


past eight have been. The feeling of a | 


slump which was prevalent among life 
men during July has entirely disap- 
peared as the reports everywhere show 


that despite the vacation period during | 


August the business for that month has 
exceeded the production of August last 
vear. 

September finds the majority of agen- 


cies running smoothly again. The agents | 
are back from their vacations, filled with | 


enthusiasm and eagerness. Managers are 
planning the four months’ campaign 
with precision and optimism. Every- 
where there is a feeling that the busi- 
ness must go forward and the agencies 
are on their toes ready for the final 
stretch of the year. Numerous contests 
will be conducted in the next four 
months in an effort to stimulate business 
as much as possible. Some agencies are 
putting on contests for the entire period, 
while others have monthly contests ar- 
ranged or both. 

Gilbert Knutson, superintendent of 
agents for the Mutual Trust Life, says 
that the fall outlook is extremely good. 
He has studied the economic conditions 
throughout the country in general and 
bases his optimism on facts. He says 
that the farmers have produced large 
crops, and that when their products are 
placed on the market prices will drop 
and money will be plentiful. He regards 
the present money stringency as some- 
thing which will be short lived. 

Paul Loder, manager of the Provident 
Life and Trust, reports that his agents 
are all back from their vacations and 
on their toes. July and August were 
good months for his agency despite the 
adverse spirit and he is looking forward 
to a continuation of big business. 

The stride which has been made dur- 
ing the past eight months will be main- 
tained, says A. A. Drew, manager of the 
Mutual Benefit. He believes that there 
will not be any great amount of over- 
production, but business will go along 
at its usual clip. 

Alfred MacArthur of the National Life, 
. S, A., says that September will be the 
best month he has ever had. The busi- 
ness for the remaining months, he be- 
lieves, will be good. 


Hall Entertains Employes 


Arthur F. Hall, manager and first 
vice-president of the Lincoln National 
Life, threw open his home in Fort 
Wayne to the 200 home office employes 
of that company for a house and lawn 
party Aug. 28. Dinner was spread on 
the spacious lawn and entertainment of 
music and song was furnished by the 
employes. 
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WHAT WE LEARNED 
FROM LINOLEUM 


UR convictions about Lincoln Life purpose were 
strengthened when the head of a linoleum manufacturing 
company, in speaking of his product, told us, “If our goods 

serve well in the kitchen they should be good for the whole house 
and we mean to make them so.” 


We have held that the ultimate ideal of life insur- 


ance should be to protect every man and woman. 


Striving toward that ideal The Lincoln National Life 


has obtained the acceptance rate of 98% during the first eight 
months of 1920. 


That rating, which has rejected but 2% of all busi- 


ness turned in by the Lincoln Life agents, will be kept at the 
lowest figure possible, and the Lincoln Life ambition for super- 
service to agents and policyholders will continue to function to 
the highest degree. 


Gratifying results to salesmen from the fulfillment of 
these motives makes it very much worth while to— 
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‘Its Name Indicates Its Character’’ 











Lincoln Life Building Fort Wayne, Indiana 
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Soliciting During the Evening 


W. S. Asusrook, agency secretary of the 
Provwent Lire & Trust, in speaking of 
evening calls in which life 
being solicited, says that undoubtedly there 
is much good business being lost through 
agents neglecting to follow up certain 
leads in the evening. Many agents do not 
care to work evenings. Yet Mr. Asu- 
BROOK Says there are many instances where 
a prospect would prefer to have the inter- 
view take place in the evening, free from 
interruption, with the family close by so 
that any objections brought forward may 
be met. In other words, fireside soliciting 
has its advantages. Mr. ASHBROOK says 
that if an agent will study carefully his 
work, he will reach the conclusion that 
he is losing something by not canvassing 
during some of the evenings. Mr. AsuH- 
BROOK asserts that some agents in their 
eagerness to canvass give too little thought 
to the convenience of their prospects. 
They think only of their own convenience 


insurance is 


and the prospect resents this. They labor 
under so great a handicap in their even- 
ing canvass that their work is inefficient. 
Mr. Asuprook says that an evening ap- 
proach in the nature of the case must be 
different from a day approach. When an 
agent wants to canvass in an evening, he 
will much more likely succeed if he uses 
his skill and tact in advance to make the 
prospect welcome the evening interview. 

When an agent leaves the impression 
that he is giving up his evening for the 
benefit of the prospect, that he is simply 
asking his prospect to give up his evening 
for the mutual convenience and satisfac- 
tion of both, the result is likely to be suc- 
cessful. Many wage earners are unable 
to be seen during the day and can only 
be canvassed in the evening. Mr. AsH- 
BROOK says that in these days of high 
wages, the wage earner should not be 
overlooked as a prospect for a good- 
sized policy. 


Increasing Efficiency of Agents 


and more life insurance com- 
panies are devising plans to increase 
the efficiency of their salesmen. Study 
plans of training 
supervision is more care- 


More 


courses are arranged, 
are evolved, 
ful, schools of salesmanship are put in 
operation. Altogether there 
more done at the present time to edu- 
cate the life insurance field forces than 
ever before. 

Companies that have the true inter- 
ests of policyholders at heart, feel that 
the public is entitled to expert treat- 
ment and the ablest counsel when it 
comes to fitting them out with life in- 
surance, Officials who have studied 
the question find that much is to be 
gained when a salesman constantly re- 
mind with new material. 
old idea in a different 


is being 


freshes his 
It may be an 


dress, but keeping in contact with the 
best that is being thought and _ said 


tends to elevate a man. His standards 
are raised. Inspirational literature 
keeps a man thinking in the right di- 
rection. When the plans of successful 
salesmen are revealed, it is a help to 
those who are less successful. 


Life insurance salesmen these days 


are taking a broad gauge view of the | 


situation. If they can do or say some- 
thing to help another man along in the 
same business, they are glad to do it. 
The insurance publications are giving 
more and more attention to the edu- 
cational and inspirational phases of the 


business. Many constructive ideas and 


hints are found within the pages of the | 
insur- | 


trade 
ance man, 


press. The modern life 
the fellow who is up on his 
toes, who is keen for business, who 
wants to render the greatest service, 


who is ambitious to become a real 
power and factor in the business is 
constantly taking a post graduate 


course, so to speak. 

He finds that he does not know it all. 
He discovers that contact with success- 
ful men and learning the secret springs 
of their power increases his momen- 
tum. The agent who has been in the 
business a year or so and feels that he 
can no longer be benefited by attend- 
ing conventions, reading life insurance 
literature, books on salesmanship or 
the insurance papers, soon dies of dry 
rot. The man who would advance must 
keep abreast of the times. 


Believing In One’s Goods 


Ir pays any agent to thoroughly be- 
lieve in what he has to sell. Unless he 
can do this, his arguments will ring 
false. He will have a note in his can- 
vass that is not true. If a man can- 
not believe in his company and the 
policies he has to sell, he is in the 
wrong pew. If a man does not believe 


a thing he cannot get back of it as he 
should. The ability to believe is es- 
sential in selling insurance. Sincerity 
is a quality that is necessary. One 
cannot sell anything for a long time 
with any degree of success unless he 
thoroughly believes in it. How else 
can the prospect be convinced? 


Albert F. Fairley, secretary of the 
Great Southern Life of Birmingham, | 


home, Jackson, Miss. Mr. Fairley is 
accompanied by his wife and son, Mrs. 
Fairley being the guest of her parents, 
Senator and Mrs. James K. Vardaman. 


me. 3. 
director of the 
other day. 
erganizers of the company, 
in its medical department 
start. Dr. Carstens was well known in 
political circles and twice was a can- 
didate for mayor of Detroit. He was 
70 years of age at his death. Dr. Henrv 
R. Carstens, his son, succeeds to the 
medical directorship of the Detroit Life. 
He secured his academic training at 
the University of Michigan, and studied 
medicine at 1. Detroit Medical Col- 
lege. Dr. J. Carstens was president 
of the latter ens ty Following his 
graduation Dr. Henry Carstens studied 
in Germany, Austria and France. He 
served in the army across the seas, be- 
ing one of the first medical men to be 
sent abroad. 


H. Carstens, chief 


Detroit Life, died the 


and served 





Thomas W. Blackburn of Omaha, 
secretary of the American Life Con- 
vention, is now able to be about his 
business and talk in his usual manner. 
Some weeks ago, Secretary Blackburn 
had two teeth removed and in the gen- 
eral melee of the performance, the 
dentist yanked Mr. Blackburn’s jaw so 
hard that it was dislocated. Mr. Black- 
burn therefore, was forced to go around 
with his head in a sling, so to speak, 
could not speak, except by the sign 
language and had to be fed through a 
straw. He now is able to talk with 
alacrity. 








Judge H. W. Johnson, 
| the Central Life of Ottawa, IIl., who is 
| president of the American Life Con- 
| vention, was one of the speakers at the 
| mid-summer meeting of the Health & 

Accident Underwriters Conference in 
| Chicago this week. Judge Johnson's 
| subject was “Some Phases of Life In- 


president of 


surance and Kindred Organizations.” He 
stressed especially the necessity for 
cooperation on the part of all insurance 
interests, particularly on matters of 
legislation. Isaac Miller Hamilton, 
| president of the Federal Life of Chi- 
cago, is president of the Health & Acci- 
dent Underwriters Conference. 


Hugh Hince — resigned as editor of 
“Conmutopics,” a field paper published 
by the Connecticut Mutual Life, to 
enter the selling field and will be identi- 
fied with the company’s Boston agency. 

Alfred Clover, head of the 
Life of Chicago, believes that the com- 
pany should be in the midst of its 
greatest activities and hence has pur- 
chased the northwest corner of Wash- 
ington Boulevard and Sheldon street, 
as a site for a $150,000 building to be 
its home office. This is a lot 75 by 
131 feet. The new building will be six 
stories high. The present site is oc- 
cupied by three old residences. This 
will take another of the Chicago com- 
panies outside the business district. 


Louis Wirth of the Home Life at 
Cincinnati, who has been with the 
company ten years, has been made 


chairman of supreme executive com- 
mittees of the United Commercial 
Travelers of America. Mr. Wirth has 
been secretary of Cincinnati Council 
No. 2 since May 5, 1888, having been 
recently elected for the 33rd time. The 
membership of the organization is 
98,000. 

The Missouri State Life has gotten 
out in high grade typographical form 
its current bulletin, known as “The 
Spirit of ’20.” It gives a story of its 
recent conventions, together with 
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He was one of the original | It 
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from the | 
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photographs of those who participated, 
the officers of its $200,000 Club, some 
Ala., is spending his vacation in his old | of the addresses and a number of con- 


vention pictures. It also gives the 
| photographs of the “Quarter Million 
Shield Bearers” of the company. The 
bulletin was gotten out by Roy L. 
Beck, the Missouri State sales service 


medical | department director at the head office, 


who is editor of the weekly bulletin. 
is a highly creditable undertaking. 


Edwin A. Olson, vice-president and 
general counsel of the Mutual Trust 
Life of Chicago, is a candidate before 
the Republican primaries September 15 


for county judge. Mr. Olson is an 
attorney of repute, a first class life 
insurance man and an orator. He has 


been one of the big factors in building 
up the Mutual Trust Life, which is 
now one of the leading companies in 
Illinois. Mr. Olson is representing the 
contingent that is opposed to the 
Thempson-Len Small line up in IIli- 
nois. Insurance men are assisting Mr. 
Olson in his candidacy. 


N. Z. Snell, president of the Midwest 
Life of Lincoln, Neb., returned to his 
desk last week after being in California 
for three months. 


Danford M. Baker, Jr., son of Vice- 
President Baker of the Pacific Mutual 
Life was married the other day at Santa 
Ana, Cal., to Miss Cordelia P. Stoval. 

Franklin Barnard, of Brookline. 
Mass., for many years of the old in- 
surance firm of Barnard Brothers, gen- 
eral agents for the Penn Mutual Life 
in Boston, and secretary of the Boston 
Life Underwriters Associatien from 
1887 to 1894, died the past week at the 
age of 83. He entered the insurance 
business in Boston in 1865. He served 
during the Civil War and was prom- 
fraternal and patriotic 


inent in many 
societies. He retired from business in 
1906. 


According to Richmond, Va., papers. 
it is considered probable that the widow 
of T. A. Cary, formerly general agent 
in that city for the Northwestern Mu- 
tual Life, who died recently, will en- 
deavor to break his will in an effort to 
get her dower share, or one-third of 
the estate of $900,000 which he left. 
Under the terms of the will, she is 
allowed only a life interest in a $100,- 
000 trust fund. Fully two-thirds of the 
estate was bequeathed in fractional por- 
tions to church and charitable institu- 


tions. To each of his two surviving 
sons, Mr. Cary left $50,000. One of 
these, John B. Cary, is an agent in 


Richmond for the Mutual Benefit Life. 

George B. Scott, third vice-prgsident 
of the Metropolitan Life and manager 
of that company’s Pacific coast branch 
for the past ten years, was the honor 
guest at a farewell luncheon given by 
the San Francisco life managers Fri- 
day. Mr. Scott left Tuesday for the 
home office, where he will assume new 
and larger responsibilities. 


The condition of L. A. Cerf, metro- 
politan manager of the Mutual Benefit 
Life in New York City, who sustained 
a fracture of the skull in that city about 
two weeks ago is reported as showing 
some improvement. It is believed that 
his ultimate recovery is practically as- 
sured, but his friends consider it prob- 
able that it will be a long time before 
he will be able to return to work. In 
the case that Mr. Cerf would not be 
able to look after his work in New 
York for any considerable period of 
time, officials of the Mutual Benefit are 
reported to be rather at a loss as to 
who would be named to take charge of 
that office. It had been generally as- 
sumed for some _ time past that 
J. Elliott Hall, one of the Mutual Ben- 
efit’s leading salesmen in New York, 





Sey 


s\slele 


. , Ts? i 
Tolelela'’slelaleinlalelc\ ala 

















September 9, 1920 LIFE INSURANCE EDITION 9 














TFSI KRSNA SIS SB GOS SS SS OS SOS DD SS OS) 





1894—1919 


DOO OOODODOUOODODODODOODDDOODDODDDODGOOUDOOUOOOUUUIOUL 


- 
‘ 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 





PROGRESSIVE CONSERVATIVE ‘““FLU”’ PROOF 


The Growth of Oak—The Solidity of Granite 





JUODOGRDODDODUODOODDOODDBOUUUUUUUUUIULILILI ICICI Lat LLL Lan Teen ae _ 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 





A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited 
H. B. HILL, President G. C..ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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who is widely known all over the 
country as a successful producer, would 
be in line for the position held by Mr. 
Cerf if there ever should be the open- 
ing there, but Mr. Hall!’s change about 
two months ago to the Massachusetts 
Mutual put him out of the running for 
that place, just at the time when there 
seems to have been a_ possibility of 
his advancement, 


John L. Shuff of Cincinnati, home of 
fice general agent of the Union Central, 
is reported to be taking a very active 
part in political campaigning in the in- 
terest of Governor James M. Cox, the 
Democratic candidate. Mr. Shuff's 
present interest in the coming presiden- 
tial election was first aroused when the 
League of Nations was made the prin- 
ciple issue in the parties’ platforms. 

Mr. Shuff is a confirmed advocate of 
the League of Nations. He is an au- 
thority on the subject, having studied it 
at home and abroad. Some months ago 
he made a trip to England and while 
there had an interview with Mr. Lloyd 
George and many other prominent 
statesmen. 
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the attitude of the English toward the 
League and returned to his own coun- 
try determined to do all in his power 
to expedite America’s joining the 
league. 

Since the Democrats have determined 
to support the league, Mr. Shuff has 
volunteered his services to aid in the 
success of the campaign. He is at pres- 
ent engaged in a speaking tour in the 


interest of Governor Cox and the 
League. 
Metropolitan Men in Boston 
BOSTON, MASS., Sept. 7—The Presi- 


dent’s Convention of field representatives 
of the Metropolitan Life held in Boston 
three days of the past week brought to 
the city some 300 representatives of the 
company. Two business sessions were 
held daily, and also a dinner each night, 
at which many of the company execu- 
tives were heard. President Haley Fiske, 
Vice-Presidents Frank O. Ayres, Robert 
L. Cox, Lee K. Frankel, A. F. C. Fiske 
and Supervisors C. Pryer and F. L. Moran 
spoke at the banquets and were present 
during the business sessions. Sir Ar- 
thur Smith, public health commissioner 
of England, former Mayor Curley of Bos- 


He became enthused with | ton and other speakers also were heard. 


| territory of 


One of the afternoons was devoted to 
the welfare work of the company, and 
President Fiske addressed the 65 nurses 
of the Metropolitan Boston district em- 
ployed by the company. 


Takes on More Territory 

With the transfer from Fargo, N. D., 
to Minneapolis of the northwestern 
office of the Lincoln National Life, the 
state of Wisconsin will be added to the 
that office, which now 
handles the states of Montana, North 
and South Dakota and Minnesota. 

The Minneapolis offices will occupy 


| almost an entire floor in the new Lin- 


coln National Bank building, which will 
soon be ready for occupancy. All of 


| the Fargo employes will go with the 


company to Minneapolis and provision 
is being made to add at least as many 
more. It is expected that the north- 
western branch will pay for at least 
$20,000,000 of business this year. T. D. 
Hughes, vice-president in charge of the 
northwestern agencies, and Wright 
Scott, assistant secretary of the com- 
pany in charge of northwestern offices, 
will remain at the head of the north- 
west branch. 
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| CONTINENTAL WRITING GROUP 


Delaware Company Announces Details 
of Coverage Offered and 
Rates Charged 


The Continental Life of Wilmington, 
Del., has entered the field of group 
life insurance and will issue policies 
on the non-participating one year re 
newable term plan. Policies will be 
issued on groups of fifty and more, 
with a minimum age of 15 years; a 
minimum amount on one life of $500 
and a maximum of $3,000. 

In event of permanent total disability 
before age 60, the company will pay 
an amount equal to the sum insured, 
in one sum or in instalments, at th 
option of the employer, provided such 
disability shall have existed continu 
ously for at least six months. 

The contract is incontestable after 
one year, except for non-payment of 
premiums or for violation of the mili 
tary or naval service clause in time 
of war. If the age of any individual 
has been misstated, adjustment is to 
be made with the employer through the 
premium payment, but the claim is to be 
paid in full. 

The rates per thousand of insurance 
on the least hazardous risks follow for 
quinquennial ages: 


” 





Age Rate Age Rate Age Rate 
15 ....$5.47 35 $ 6.76 55. 19.87 
20 5.87 40 7.85 60 29.39 
25 6.27 45 10.02 Shecca Ge 
20 6.43 50 13.78  —_— 65 


: Ae 4 % 5.34 
A flat extra premium for each thou- 


sand of insurance will be added to the 
above rates for the most hazardous in- 
dustries. 


These rates will be guaranteed fer five 
years. 


New York Life Leaders 


California carried off the honors in 
the New York Life, $200,000 Club this 
year, landing the president, Sol J. 
Vogel, whose paid for production was 


$2,348,535, and the leading vice-presi 
dent-at-large, Paul T. Bell. Both are 
from San Francisco. The other vic« 


presidents-at-large are William D. Mc 
Gurn, New York City; Henry H. Cobb. 
Birmingham, Ala.; Barnett Hofstein. 
New York City; John J. Hosch, Wis 
consin. All of these men were above 
the million dollar mark. 

The department vice-presidents in th« 
order of their production are T. T 
Gaddy, Oklahoma; A. T. Jarvis, Nash 
ville; Max Davidson, New York; Her 


man Bendiner, Philadelphia; Isador: 
Spiegel, New York; Frederick C 
Moser, Seattle; B. M. Noland, Cha: 


lotte, N. C.; Sam Behrendt, Los Ang 
eles; Samuel R. Bentley, West Vir 
ginia; Charles J. Morris, Chicago 
Frank X. Johnston, Boston, and G. A 
Sutherland, St. Paul. The highest pro 
duction in this group was $973,750 and 
the lowest $718,750. 

There were 891 members in this 
year’s club, a gain of 165 over last yea 
The paid club insurance last year was 
$212,901,560 and this year $305,732,537 
The members of the club secured 11 
six months not 50 per cent but 79 pe! 
cent of the company’s limit for th« 
whole year. The annual convention was 
held Sept. 2 at Saratoga Springs, N. \ 


Columbus Mutual Stock Sold 


Announcement has been made that 
the $50,000 additional capital stock ot 
the Columbus Mutual Life has bee: 
largely oversubscribed. This is all the 
more remarkable when it is stated that 
it was put out at $200 a share, which 1s 
double the par value. One of the off 
cers of the company offered to take th: 
entire offering at $200 a share but the 
directors decided that the $50,000 
should be pro-rated among the stock 
holders. The company now nas $200 
000 stock outstanding. 

C. W. Brandon, president of the con 
pany, is still receiving the highest 


words of commendation upon the su 
cess of the recent convention of agents 
at Columbus, closing with a three days 
outing at Buckeye Lake. 
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ACTUARIES 


| peaaased F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 


_— J. HAIGHT 











CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 





po C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


T J. McCOMB 
e COUNSELOR AT LAW 
Premi 








._ CONSULTING ACTUARY 

ums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 








surance Prepared The Law of 
Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 
J H. NITCHIE 

7 ACTUARY 


1523 Association Bidg., 19S. LaSalle St. 
Telephone State 499 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 








EDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 
AND EXAMINER 
402-404 Kraft Building 
DES MOINES, IOWA 

















THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 
Arthur E. Childs, President 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 








37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve is. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 
A few agency openings for the right men. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 




















LESSONS IN LIFE INSURANCE 
book for fresh J 





WALTER LE MAR TALBOT, Pres. PHILADELPHIA 
=@ ir a P 
uates in the business. $1.50. 


EASY =: National Underwriter, 1362 


eee Insurance Exchange, Chicago. 
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| | LIFE AGENCY CHANGES | 














| transferred recently from the Memphis | 


| department to the Cleveland agency. 
| He had built up a splendid business pro- 
| ducing organization at Memphis and 
was transferred to Cleveland to re- 
organize that agency. 


P. G. Anderson 


P. G. Anderson, who is connected 
| with a chain of banks in Montana, has 
become state agent for North Dakota 
| for the American Life of Des Moines, | 


| with headquarters at Fargo. 


Home Life Appointments 


| The Home Life announces the ap- 
|} pointment of Franklin P. Ely, as gen 
| eral agent at Rochester, New York, to 

succeed the late Charles E. Spaeth. 
|S. S. Brams has been appointed gen 
|} eral agent in New York City. 


Life Agency Notes 


| W. B. Argo and H. lL. Hayes, who | 
were appointed general agents of the 
| Pacific Mutual. Life in western Tennes- 
|} see, with headquarters at Jackson, will 
| operate under the name of Argo 
Hayes 

| The agency of the Iowa Life at Water- 
loo, Ia., has been reorganized, the firm 


of Schondelmayer & Madsen succeeding 
| J. W. Schondelmayer as general agents 
| The agency is cutting out part-time men 
|} and will devote its full time to the 
| lowa Life 





| | LOCAL ASSOCIATIONS 





Dallas, Tex—A. C. Bigger, 
of the American Life Reinsurance, 
| deliver the main address at the first fal! 
| meeting of the North Texas Association 
| He will tell the life men something of 
the working and the necessity of rein- 
| surance companies. New committees for 
| the year will be appointed and the plans 
| It is re- 
| be 
| 


for the year’s work outlined. 
ported that 200 new members 
| enrolled at the coming meeting. 


+ 
Wis.—The 


will 


~~ 2 


| Milwaukee, Milwaukee As- 

sociation will meet Friday, Sept. 10. The 
association has exceeded its quota in the 
| membership drive. Manford W. Me- 
Millen, president of the association this 
| year, has done excellent work in con- 
| nection with working out this successful 
increase in local membership. The sub- 
| ject to be discussed Friday is “The Func- 
|} tion of the Carnegie School of Life 
| surance Salesmanship.” 


: Ss * 


Oklahoma City, Oklia.—A campaign of | 
begun | 


| life insurance advertising will be 
| Oct. 1 by the Oklahoma Life Underwrit- 
| ers’ association, it was voted at the 
| luncheon Saturday. The vote followed 
| a recommendation of a committee com- 
| posed of George C. Summy, general agent 
for the Phoenix Mutual Life, and George 
| Lackey, general agent for the Massachu- 
| setts Mutual Life. 

The association is hopeful of winning 
| the cup offered by the National Asso- 
| to the local association having 
| largest membership increase in the 
| With a total membership of 250, 
| association stood second 


ciation 

| the 
year. 
the Oklahoma 
|} in August. 


Fraternal Covers Rail “Outlaws” 


John J 
of the American Insurance Union of Co- 
| lumbus, O., announces that he has closed 
| a contract with the executive board of 
| the Railroad Yardmasters of America, 
the so-called outlaw organization, for 
coverage of members. All members of 
the association, and the members of 
their families, including babies over 1 
year old are included in the contract 


Inter-Southern Adds to Building 


has let contract for an addition to its 
nineteen-story building at a cost of $450,- 
000. Excavations were recently made 
and the structural work is now starting. 





| 

V. J. Adams 

. 

| V. J. Adams, supervisor for the Re- 
| liance Life of Pittsburgh, has been | 


«& 


president | 
will | 


Lentz, organizer and president 


The Inter-Southern Life of Louisville, | 











ILLINOIS 


If you live in Illinois, or want to locate there— 
NOW is your chance. We have some excellent terri- | 
tory open in which we want to place some real live men 
—men who will appreciate a Direct Home Office Con- 
tract with big first year Commissions and Renewals | 
that are worth while. | 

We make it easy for you to sell our Policies by giving you 


the best policies to sell, and then showing you how to sell them. 
We give unlimited service to Agent and Policyholder alike. 


| 
We know you'll like our proposition. Address a letter to 


the Secretary today. 


Marquette Life Insurance Company 


Julius M. Gass, Secretary | 
SPRINGFIELD ILLINOIS 


The Marquette ‘‘Has Stood the Test’’ | 


























Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Ill. 
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Company of America 


Forrest F. Dryd , 
President 





The Prudential Insurance 


Home Office, 
Newark, N. J. 


—= 


Incorporated Under the Laws of the State of New Jereey 














THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 

make up the rights of nations, and the “rights” 

of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law,—the 
law of the strongest—the law of the jungle. The ultimate 
law.—the law toward which Democracies are struggling,— 
will be the law which gives every individual his rights, 
harmonizing them with other men’s rights. 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directly ntake and execute. 

Laws are not rights; they should define rights and 
be their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have 
a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. 

The rights of the individuals——husband, wife and 
children,—are written in the policy, and are further safe- 
guarded by the accumulations of the insuring company 
and by the laws under which it operates. You can’t live 
real democracy without insuring your life. 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 
DARWIN P. KINGSLEY, President 
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GROUP BUSINESS HAS GREAT FUTURE | 





Tells of Possibilities It Offers for Company and Agent | 
| 


: 
|Vice-President T. F. Lawrence of the Missouri State} Life | 


F. LAWRENCE, vice-president | group insurance, group disability insur- 


T of the Missouri State Life, which 
* commenced writing group busi- 
ness only a few months ago and expects 
to close the year with $25,000,000 paid- 
for business in that department, is a 
strong believer in the future of group 
life insurance. Discussing that subject 
recently, he said: 
_ Group insurance, while practically in 
its infancy, has made some remarkable 
records. 

Practically unknown five years ago, 
the volume in force practically doubled 
in 1919, and at the end of that year 
stood at the tremendous total of 
5,000,000 employes covered by this pro- 
one-half million lives. 

At the rate at which employes are 
adopting the idea there will soon be 
50,000,000 employes covered by this 
protection. i 

* * * 


_ One of the greatest problems con- 
fronting this nation today is the period 
of industrial unrest and the friction 
between capital and labor. 
_ Labor does not feel that it is receiv- 
ing a fair share of the profits that are 
derived from its efforts. Executives 
and employes of labor are keenly in- 
terested in this problem, and are giving 
it much intelligent thought as to its 
solution, 

I believe that group life insurance, 
disability insurance and old age pen- 
sions will do a great deal toward plac- 
ing capital and labor on a better basis 
of understanding. 

tk a * 


Suppose an employer says to his em- 
ployes: “I realize that I am becoming 
rich out of this business. I can retire 
some time with a fortune and my family 
will have no worries for the future. 1 
realize also you are putting your hearts’ 
blood and life into this business, and it 
is you who are helping to make the 
profits of this business, and I am going 
to recognize it, not as a gift, but as 
your right and part of your compensa- 
tion. I am going to see that your future 
is provided for. I am going to put into 
effect a plan by which, in case of the 
death of any of you, your families are 


provided for. In case of permanent | 


disability of any of you, you are to 
receive yearly income. 





ance and the pension system. Our 
company is fitted to write group life 
and pension, and will shortly be fitted 
to write group disability insurance. 
The object of the company in enter- 
ing the group field was not only to in- 
crease the volume of business which, 
of course, it is doing and will do, but 
mainly to give its agents a broader 
sphere of activity and greater oppor- 
tunities to increase their business and 


their income. 
x * 


I do not mean to say that all agents 
should try to become group specialists; 
most of those who do would be better 
off to leave group solicitation alone, 
but there are many, particularly general 
agents, who have good group prospects 
in your territory to which you have the 
entree and which you should solicit. 

You will find the placing of some 
good groups in your territory splendid 
advertising for your agency and the 
company. You will find that group in- 
surance is a great feeder for regular 


business. 
“~* * 


Where can you find a better lot of 
prospects for regular business than the 
employes of a plant who are already 
protected under a group policy? These 
people today in industrial plants ar« 
receiving wages which enable them to 
buy ordinary policies, but most of them 
have never even been sclicited for any- 
thing but industrial. 

‘Group insurance not only gives you 
prospects to solicit for regular business 
among the employees, but also furn 
ishes the entree for personal and cor- 
poration insurance on the officers. 

Many men use group as the entre¢ 
to big men who they could net reach 
otherwise. A man will see you on an 
employment or labor problem, a prob 
lem in which he is interested, when he 


| would not give you an interview to talk 
| straight life insurance. 


In case of tem- | 


porary disability due to sickness or ac- | 


cident—not occupational (occupational 


accidents being provided for by the | 


workmen’s compensation insurance). In 
case you work here and put your life’s 
blood into this business and you are 65 
years of age, you are to be retired at 
that time on a pension for life.” 


Who will say that in that plan there | 


will not be a feeling of satisfaction and 
mutual good will? 
* * 


All that can be accomplished by 


Reinsurance Premiums Not Taxed 


_ Charles V. Johnson, d@puty commis- 
sioner of Texas, has construed the law 
of that state with reference to the tax- 
ation of premium income, especially 
as regards the exemption of that on re- 
insurance, in reply to an inquiry from 
J. L. English, vice-president of the 
Aetna Life, who asked if it was not 
entitled to deduct premiums paid other 
companies for reinsurance. Answering, 
Mr. Johnson said: 

“So far as I know there is nothing in 
the insurance laws of this state which 
requires a life insurance company to 
pay.a tax upon premiums paid for re- 
insurance. The law provides that the 


report to this office shall show the 
gross amount of premiums collected 


| 





* * * 


Two men who recently came with 
our city agency use group as an entree, 
and although they have been with us 
only a short time are making a great 
success. 

Only recently the head of a good- 
sized manufacturing plant in St. Louis 
came in to buy group insurance on 
about 400 employes; the president had 
had some talk with him about this 
coverage for his people. 

This man was in the office less than 
one hour, and when he left he had 
arranged to buy not only the group 
but also $100,000 corporation on him- 
self and $50,000 each on three other 
officers of his company, and he left a 
check for a good many thousand dol- 
lars to bind the bargain. 


‘from citizens of this state,’ and there 
is no other provision for paying pre 
mium receipt tax except on the pre 
miums paid ‘by citizens of this state. 
Taxes paid for reinsurance are paid by 
insurance companies and not by ‘citi 
zens of this state’ and therefore, this 
law has been construed to mean that 
no taxes shall be required of fife in- 
surance companies except upon the 
premiums paid upon the policies writ- 
ten upon the lives of citizens of this 
state.” 


Actuarial Meeting at Richmond 


At the invitation of the Life Insur- 
ance Company of Virginia, the Act 
uarial Society of America will hold its 
fall meeting at Richmond Oct. 28-29 
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dvertising Pencils Build 
Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 






i AL it) ihe ee To 


Lead Pencils, printed 
with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 


Samples and quotations on request 


An “Ad” in the hand is worth 1000 
in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 
501-509 Plymouth Ct. CHICAGO 


tomers into friends by =| 
presenting them with = | 
high-grade Advertising sl 





FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 
for men who are ambitious 
to succeed 
Pepular Priced Policies 
Specimen Rate 
Age 30 $14.28 


NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 








“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 





Burlington, Iowa 
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GIVES FACTORS OF SUCCESS 


Agent Perlow of the Prudential at 
Norwich, Conn., Gives Some 
Interesting Observations 


Arthur J. Perlow of the Prudential 
at Norwich, Conn., gives some of the 
factors in his success in selling ordi- 
nary insurance. 
ber 35 on the ordinary list of his com- 
pany last year. In speaking on in- 
surance solicitation, he says: 


The first and most important thing is 
work. Talk insurance to everybody 
everywhere all the time. By doing so 
you will get prospects. Once you have a 
prospect, call upon him as soon as possi- 
ble and try to interest him in the first 
ten or, at most, fifteen minutes of the 
interview. I consider this the most psy- 
chological period of an interview. Dur- 
ing the first few minutes of your talk 
with a prospect the information he gives 
should enable you to decide as to what 
policy will best serve his needs. 

The next thing is to propose an 
amount higher than that you expect to 
sell; then gradually come down to the 
amount he can handle without financial! 
strain. By following this plan you are 
sure to sell a goodly amount of insur- 
ance and to prevent the unpleasant ex- 
perience of having another agent come 
after you and write additional insurance 
on your prospect. 

In my experience I have found that if 
I cannot get my prospect interested dur- 
ing the first fifteen minutes of the first 
interview it is better to cheerfully thank 
him for his time, to leave him with a 
| pleasant smile and to state that I will 
call upon him later and go over the 








| 
Mr. Perlow was num- 








get to follow up the case and to use a 
new argument on the second call. Many | 
a prospect has been, as the saying is, | 
“talked to death” during the first inter- 
view, and the agent has departed with | 
anything but the prospect's good will. 


Prudential Activities 


| 

| 

| 

| 

| proposition again. Do not, however, for- 
| 

| 

| 

Moore, 


A. G. formerly an assistant 
| superintendent of the Prudential ai 
| Havre de Grace, Md., Dover, Del., dis- 
trict, has been transferred to the Media 
| assistancy of the Chester, Pa., district. 

} E. B. Kauffman, who operated an 
| agency in the Philadelphia 3 district, is | 
assigned to an assistancy in the Phila- | 
| delphia 7 district. 

To become a leader of a district, as 
| well as the division which he represents, 
| is by no means a small undertaking, but 

this is what J. Stupak, assistant super- 
intendent of Chicago 9, has accomplished 
| by good, steady writing of ordinary net 
|} new business. He is also well up among | 
| the leaders of the company in this fea- | 
| ture of the work. | 
' 
| 
| 


John N. Helwig, agent of the Troy 
N. Y., district, who saw overseas service, 
has been promoted to assistant superin- 
tendent in the same district. 

An arrears contest between Assistants | 
H. A. Stockdale of Cincinnati 1 and F. E 
Headington of Marion, Ind. (Muncie dis 
trict) developed a new leader at the 
close of July. The Marion assistancy 
won out by a small margin and made 
such a good showing that they led Di- 
vision G in this particular at that time 
with arrears of about 5 percent. 














| | NEWS OF COMPANIES 














Central Life of Tlewa—The company 
wrote a little over $27,000,000 of new 
business the first eight months of the 
| year. It now has a surplus of over $900,- 
000 and over $9,000,000 of assets. The 
company is making excellent progress. 
Dr. T. C. Denny, secretary and agency 
manager, has just completed a_ trip 
through the territory which the com- 
pany operates and reports that agents 
in all sections are producing a good 
volume of business. The Central Life is 
now 25 years old. 


Everingham Lands Big One 


Paul Everingham, formerly with the 
Travelers at Chicago but now with the 
Connecticut General in Boston, has just 
landed a $10,000,000 group policy. 











BANKERS LIFE 


INSURANCE COMPANY 
OF NEBRASKA 


Home Office, Lincoln, Nebraska 


$17,400,000.00 


Assets - - 


: TWENTY PAYMENT LIFE 
Manimattax, Kansas, May 10, 1920 POLICY 

Matured in the 
OLD LINE BANKERS LIFE 

INSURANCE COMPANY 

of Lincoln, Nebraska 
Name of insured....... — 

: Hardy D. Coleman 
Residence..Manhattan, Kansas 
Amount of policy......$2,005.e0 
Total premiums paid Com- 


Bankers Life Insurance Co., 
Nebraska. 


Lincoln 
To Whom This May Concern 
That I, 


ceived settlement on a Twenty Year Pay Policy, 


(Hardy D. Coleman) have just re 


and beg to state that I am more than pleased 
with the settlement you made to me, and think 


it is the real thing for all men to do. Espe pany “e $988 06 
re - Bergrned ser between the age ot SETTLEMENT 
“tt en ine 
iit hatin eas Total cash paid Mr. Cole- 
Yours very truly, man : cee of 278. 
HARDY D. COLEMAN And 20 Years Insurance for 
Nothing 


We are prepared to assist agents in organizing for action, gio- 
ing them the kind of Home Office service and co-operation 
which will multiply their earnings. If interested, write us. 




















About a Corporate Emblem 


More than fifty years ago, an inspired genius designed a 
corporate seal for THE NORTHW ESTERN MUTUAL LIFE INSUR- 
ANCE COMPANY of Milwaukee, Wisconsin, the central figure of 
which is a BANYAN TREE, bearing the line, “WE SPREAD TO 
PROTECT.” 


The Banyan Tree is a curious Indian growth, the distinguishing 
feature of which is that each of its branches seeks the ground, there 
firmly roots and itself becomes a parent trunk, thus growing in 
strength and in power to serve. 


The Ban- insurer of, 
yan Tree is his fellow 
particular- members. 
ly symbolic The origi- 
of THE nal North- 
NORTH- western 
WE ST- tree con- 
ERN, which sisted of 
is purely two hun- 
mutual and dred citi- 
in which zens of 
every pol- Wisconsin. 
icyholder Today it 
is insured consists of 
by, and in six hun- 





turn is an dred thou- 


sand citizens of forty-two states, each one of whom, with his family, 
home, business and estate, is protected by all the others. 


A more appropriate emblem hardly can be imagined. The 
Banyan Tree exactly symbolizes the spreading and protecting 
services of mutual life insurance, and particularly that of 


The Northwestern Mutual Life 
Insurance Company 


OF 
Milwaukee, Wisconsin 
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E. M. BROWN, President CLIFFORD V. PETERSON, Secretary 


CENTRAL ~~ 
STATES ©, Jou, emt to get 


If i 
LIFE INSURANCE COMPANY Sees der alk & bee 
state company that writes 
a wide variety of very lib- 
eral, low cost Policies? 
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Crawfordsville, Indiana 





THOMAS R NEAL, Super ntendent of Agents 

















ONLY RURAL OLD LINE COMPANY 


Low participating rates; doubl indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of six millions a year and have a particularly attractive proposition for 
men with clean records who can deliver the goods—as General, State or District Agents 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
BAY CITY, MICHIGAN 





WILLARD E. KING, Vice President and Manager of Agencies 
Home Office: 
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Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 
All we ask is an opportunity to show to ry oo at Ye tor may con- 
f . . and territory. an owance 
the up-to-date Agent either part time or ool tor Ghee m= hey. ah 
whole time that we have the best proposi- Company operates in Suthon Some Illinois 
tion and opportunities for his future success. Nebraska, Kansas, Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 





Soiaeeieenemeenenenel 








THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medica! Direetor CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO., txprinarouig 


Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de 
of Indiana who believe in the ability of the management to partmente of life insurance wor 
build « real life insurance company. 
-We offer agents experienced management, superior policy contracts. 
choice territory, progressive field home effce methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red bleed in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 











A live wire fellow who is capable of selecting agents for 
the sale of Accident and Health Insurance in souls pay- 
ment department can secure a position with the undersigned 
Company on salary and commission. When writing state 
full details, past history and references. 


INCOME GUARANTY COMPANY 


SOUTH BEND INDIANA 


WANTED 
A 
MANAGER 











ine for the Life Insurance salesmen, 


THE INSURANCE SALESMAN #332sce2 Sets’ mt nara 
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WRITING $1,000 APPLICATIONS 


Equitable Life of New York Comments 
on the Necessity of Getting 
Larger Sums 


The Equitable Life of New York 
thinks something is wrong because its 
agents send in so many $1,000 applica 
tions. It says: 

“During the week of August 23, 57s 
applications for $1,000 each were re 
ceived at the home office. If, five years 
ago, a similar number of applications 


| for $500 each had been received within 


a single week, the fact would have bee: 
startling. Yet, with the purchasing 
power of the dollar virtually reduced 
to fifty cents, the 578 $1,000 applica 
tions received last week are the equiva 
lent of a corresponding number of $500 
applications on the basis of the dolla: 
of 1915. 

“A thousand dollars of insurance is 
merely a standard of measure. What 
would you think of a tailor who sells a 
man a yard of cloth where four are 
required for a suit? What would you 
think of a coal merchant who is satis- 
fied to sell one ton of coal as a year’s 
supply to a customer whose house r¢ 
quired twenty to keep it warm? What 
should you think of the agent who sells 
a man only a $1,000 policy when $2,500 
$5,000, $10,000, $15,000, or $25,000, is th« 
amount he should carry, and can afford 
to pay for? ; 

“Times have changed; the day of the 
$1,000 policy has passed. Incomes hav: 
expanded, and it is easier for a man to 
carry $2,500 of insurance today thar 
$1,000 five years ago.” 


Arguments That Make 
Big Appeal in Texas 


Sam T. Clemmons of Spur, Tex., the 
well-known district agent of the Amet 
ican National of Galveston, does a 
large business in his community. In 
speaking of the arguments that appeal 
to people in buying life insurance, ix 
says: 

“Locally, | have many friends, and 
in soliciting insurance I find to exhibit 
an interest in the applicant's affairs, 
such as his crops, children, etc., gives 
a man a good lead to approach him on 
life insurance. Then, too, I find that 
in selling a man insurance, or attempt 
ing to sell him, your belief in the po! 
icy you sell, your sincerity in protect 
ing his family, and not overloading 
him, go a long ways toward getting 
other business in his neighborhood. In 
my territory, high pressure does not 
work very well. The man who is writ 
ten under high pressure usually is not 
satisfied, will let his policy lapse, and 
will knock both the company and the 
agent. Appealing to the prospective ap 
plicant from the standpoint of duty t 
his family is, after all, the most effec 
tive policy. To keep him satisfied with 
his policy will make a booster of him 
for the agent and the company. [I find 
that a friendly word of recommenda 
tion from one’ satisfied policyholder to 
a prospective applicant is the best a: 
gument an agent can put up. 

“On the whole, believe in the polic) 
you are selling, and discuss insurance: 
from a purely protective and business 
standpoint with the applicant, is the 
best method. Then keep him satisfied 
Personally, I am such a strong believe: 
in life insurance that I find it little dif 
ficulty to sell insurance to a fair-minded 
man who wishes to do the right thing 
by his family—or to convince the ma! 
opposed to insurance of the error 
his way.” 


Life Notes 


Ray E. Mohler, for some months co 
nected with the Indianapolis office of | 
State Mutual Life of Worcester, Mass 
is moving to Morristown, Ind., where )* 
will continue to represent the compa! 
under State Agent C. F. Davis. 
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NS LEADERS OF NEW YORK LIFE | 


: The Provident Life W"Hetay Comma’ onan Gab The Test of Service 


























The ultimate success of a life insurance company 
rk and Trust Company The New York Life has announced depends : hat those who hz } 1 P : 7 
Its ‘ A the membership of the $100,000 club, ep : S upon wha . ose who 1ave 20Ug it its 
ca of Philadelphia ne ay a —s of 230 nee, bring- policies in the past think of the service they have 
~ ing the total to 1,034. nly two years a r > accan _—e ¢ aenan a 
7s (Penna.) ago the total membership of the $100,- received. lhe Massachusetts Mutual passes this 
re- 000 club and the $200,000 club was less test with flying colors. Over $45,000,000, or 35%, 
irs than 1,000. The two clubs today num- ’ ’ 2 — ex - > 
we Gor Aan “She cae anh of Pete of the business delivered last year was on the lives 
‘in Provident agents are sell- produced by $100,000 club members was of men and women already insured in the Company. 
el ing not only protection but $140,923,491. Harley G. Mickle of De- 
ng troit become president of the club, writ- ° . 
ed entisfection. ing $177,750 with 1881 applications. He JOSEPH C. BEHAN, Superintendent of Agencies 
a lives in the little town of Homer, Mich., . 
~ The policyholder who and writes all his business there and in eens” a Life Insurance Company 

A the surrounding country. He digs up ringfield, Massachusetts. 
ar matures a Provident Long a lot of business that a city man would - 5 ersten 1851 
ss Endowment is a center of overlook. 
at Provident influence in Vieo-Prenidents at Large 
a his community Adolph F. Meisner of Chicago is the 
re : vice-president-at-large. For many years 
¥ F ‘ne He wrote ONCE MORE IT 


he was a landscape gardener. 
S- 192 applications last year amounting to 
s PROTECTION + THRIFT —SATISFACTION $139,500. B. B. Braensky of Boston is 
second vice-president-at-large, he writ- 
ing 185 applications for $172,875. He 
Is was formerly a sewing machine sales- 
U man. Louis E. Johnson, living in the 
¢ little town of Kerricl:, Minn., is the 
d “THE COMPANY OF CO-OPERATION" third vice-president-at-large, with 160 
| applications for $194,558, the largest 
amount of business among all club of- 
| ficials on the list. He was formerly a 
| worker in a creamery when he entered 
| 


Leads Them Allin Kansas 


Of eighty-seven old line Life Insurance com- 
panies writing ordinary business in Kansas dur- 
ng 1919, official advices from the State Super- 
intendent of Insurance again demonstrate the 
choice of the people of its Home State to be 











. DES MOINES 


LIFE AND ee at ann . Lewy . — . 
ANNUITY who. paid sg gi78,000, coniiniline 137 | The Farmers & Bankers Life 
applications, 
Insurance Company 
WICHITA KANSAS 


life insurance service. The fourth vice- 


COMPANY Others Selected 


, L. W. Feldman is the first vice-presi- 
dent, producing $117,375 business, with 
We will insure the whole family! 114 applications He hails from New 


Any plan, any age, either sex! York City. Robert Lee Clark of 
Shreveport, La., is second vice-presi- 


: dent in the western division. He was 
formerly a lumber salesman. Last year 
i serv 3 J 
Se a Gee nee he wrote $165,500. The second vice- 














a ae president in the eastern division — 
If it A. McGovern of St. Johnsbury, Vt . ° e 
ee Oe Pay ete who produced $185,125 and 129 appli- A General Agent for Cincinnati 
| cations. Benzo H ayashi is second vo By 
president of the western division, being 
HOME OFFICE located at Honolulu. He produced THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
DES MOINES .r-T Bids.) IOWA $181,250. He is a Japanese and a fine of Columbus, Ohio 
worker. These nine officials paid for 
$1,380 applications and $1,539,308 insur- I k up the record of this Company — —— = 
| ance. * 
TERRITORY | —_—_—_—— Secretary for particulars. Here's a life-time opportunity 
IOWA SOUTH DAKOTA | CONNECTICUT MUTUAL RALLY for the qualified man willing to work. 














| Two Days’ Sectional Convention of the 


MR. AGENT! | Agents Was Held in Baltimore ° . 
| GreatRepublic Life Insurance Company 





Ft yd as not About 100 agents are in attendance 
Age, und Experience. at the two-day sectional meeting of the 
Low Cost, a Splendid Record || Connecticut Mutual Life $100,000 and LOS ANGELES, CALIFORNIA 
f ears $200,000 Clubs. In all of the papers ° ai 
hes - G the agents showed a clear insight into Capital, $500,000 Fully Paid 
at - TOMEn STATE Agency life insurance, its benefits and the atti- GREAT OP 
nies ad tude of the agent towards the prospect. PORTUNITY FOR LIVE MEN 
THE ST LOUIS A feature of the meeting was an im- H. S. BRIDGEWATER 2B RAMEY 
p promptu demonstration by two Scran- 731 Railway Exchange Building 807-8 Southwestern Life Building 
MUTUAL LIFE ton agents, Sparver and Kelly, ss a a eean a Dallas, Texas 
hod in which that agency works the . Missouri an sas Mgr. Texas and Oklahoma 
OUR AGENTS AND POLICY HOLDERS || }"“' : sa 
bank sale, a stunt which enabled seven W. H. SAVAGE, Vice-President and A Direct 
STICK! WRITE THE HOME OFFICE men to sell 110 policies in 14 days. ent and Agency ector 





E. Chester Sparver, who had the role of 
the agent, brought out points in the 


A Pann Mata Premium, tons Ponabtes || fate that showed the agents present || TEE A RGEEING AGENT KNOWS 


tual Dividend, purchasing a Penn Mutual get them. A nifty stunt of this bank 














Policy, containing Penn Mutual Values, : . ree . 
- : “ane sale was the manner in w hich the appli- 
a B = tien which in the cation is presented to the agent. The A The demon- 
oman ats pp a oo net |! application had been folded in such a that his ctsated valess 
oe ee . en —_ “3 ponaies ."* Le 3 S abilities linked duet 
a pad, and, when Sparver to elly 2 ows 
The Penn Mutual to “sign there,” the agents were won- up with the — 


form of application 


dering what new scies of 
Life Insurance Company || ‘i= what new form of application |} paicies INSURANCE COMPANY connpact 
of Philadelphia day of the meeting will be devoted to of BOSTON, MASS. 


2 l f t s- 
On January 1, 1909, Rates Were Reduced lemetiiian ay woth, ee rol + s M US T WI N A a a TH E Tl M E 
and Values Increased te Full 3% Reserve. obligation to the company, and several 


home office topics. 
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1867 1920 


The 


Equitable Life Insurance Company 
OF IOWA 


JULY 1, 1920 
$237 ,665,071.48 of Insurance in force 


An Increase of over Thirty-one Millions in six Months 


FOR INFORMATION, ADDRESS 
Home Office - - Des Moines, Ia. 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan. 1,1910 Jan. 1, 1915 
$ 4,867,379 $ 8,763,566 
342,972 551,969 1,058,956 
44,780,907 79,619,435 [91,495,761 


Attractive opportunities open to agents in Ohio, Indiina, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinols and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1920 
Assets $ 18,682,446 
Policies in Force 


Insurance in Force 








RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL MINNESOTA 





PRESENTING POLICY BIGGEST POINT 





fidence Essential. 





Ability to Make Prospect See Benefits Most Important 
Qualification, Agency Superintendent Says—Getting Con- 








successful life insurance producer, 

in the opinion of the agency superin- 
tendent of one of the larger western com- 
panies, is the ability to present his propo- 
sition in the right way, so that the pros- 
pect can visualize the benefits which he is 
to receive, 

“Salesmanship—persuading a man to 
buy—is not nearly so important as_ this 
knack of presentation,” said this official. 
“The agent who tries to start in at the 
beginning of a policy and explain all of 
its provisions will get the prospect so 
hopelessly muddled that he will not have 
the least idea of what has been told to 
him. Even a man who is pretty thor- 
oughly acquainted with life msurance is 
likely to be confused if the matter is taken 
up in that way. If | am trying to analyze 


T's most important quality for the 


way that I can get anywhere with it is to 
pick out what seem to be the salient 
points of it and then figure out just what 
they mean. It is the same way with an 
agent in presenting his own policy. The 
man who has the knack of presentation 
will succeed and the one who hasn't it, or 
is unable to acquire it, is not likely to be- 
come a top notcher, no matter what his 
powers of persuasion may be. 
Getting Confidence Essential 

“Another thing which is a big factor in 
selling life insurance is to gain the con- 
fidence of the prospect. The man who 
comes in, hands me his card and starts in 
on his talk is under a decided handicap, 
but if he tells me that he has a proposi- 
tion which my friend Mr. Brown thought 
I might be interested in, he has put the 
matter on a different basis at once. 

“This point is important in getting city 





= iets 





business, but it is absolutely essential in 
the country. The man who succeeds in 
the country is the one who can get the 
banker or other influential citizen to go 
out with him and introduce him. There 
is no question about that. Just what .the 
quality is in the agent that enables him 
to get that assistance is another matter. 
We have one man who had a reputation 
of being a live wire in his own commun- 
ity, had a very extended acquaintance, 
and gave every indication of becoming a 
successful producer in rural territory, but 
he does not seem to be able to get things 
lined up in this way, and his work so far 
has been very disappointing. 
Don't Close on Cold Canvass 





a new policy for my own benefit, the only | 





“T don't want to be understood as say 
ing that there is no place at all in the life 
insurance business tor the cold canvass. 
| wouldn't have a man sit around in the 
office because he has no people in mind to 
call on. If he has no prospects, the thing 
for him to do is to get out and get them 
I do think, however, that it would be a 
serious mistake for him to try and close 
any business on a first interview secured 
in that way. The best results can be ob- 
tained only after some point of contact 
has been found. You will notice that the 
successful salesman in any line, whose 
business forces him to adopt the cold can- 
vass methods, usually manages to work 
matters around so as to find some points 
of common interest between himself and 
his customer, before he presents his main 
proposition, 

“I do not like to see life insurance 
peddled from door to door. TI believe 
there is plenty of business to be obtained 
by more dignified methods, if the agent 
will go after it.” 


EXPECTATION OF LIFE 


An Explanation by Percy C. H. Papps, Mathematician Mutual Benefit Life 





HE expectation of life is merely an 
T arithmetical average of the num- 

ber of years that will be lived by a 
large number of lives all of a certain 
age. For example, according to the 
American experience table of mortality 
the expectation of lite for a man age 
31.78 years. What is meant by 
expectation of life may be more clearly 
understood if it be remembered that if 
one man dies ten years before the ex- 
pectation of life another man lives ten 
years longer than the expectation. 


35 1s 


to incorrect results. The reason 
this is that interest computations in- 
volve geometrical rather than arithmet- 
rical progressions. It is interesting to 
see the effect of using the expectation 
of life in an improper way. 
* x 

Let it be assumed that the expecta- 
tion of life of two men of the same age 
is 30 years and that one man dies fif- 
teen vears before and the other fifteen 
years after the expectation. The sum 
of $1,000 invested at 3 percent com- 
pound interest amounts to $2,427.26 at 
the end of thirty vears. Let it be as- 
sumed that the two men each deposit 
$1,000 and that the amount so deposited 
is accumulated at 3 percent compound 
interest. If both men die at the end of 
30 years the estate of each would re- 
ceive $2,427.26. Now $1,000, at 3 per- 
cent compound interest amounts to 
$1,557.97 at the end of fifteen years, and 
the $2,000.00 deposited by the two men 
would amount to $3,115.94. When the 
first man dies, if his estate is paid 


To base any financial computations | 
upon the expectation of life will lead | 
for | 








$2,427.26, there remains in the fund 











$688.68. 


| account 


to die 15 vears after the expectation of 
life or 30 years after the first man 
The $688.68 will accumulate to $1,671.61 
at the death of the second man so that 
his estate would receive $755.65 less 
than the $2,427.26 which he had been 
led to suppose his estate would receive 
by the improper use of the expectation 
of life. It is interesting to notice that 
on the death of the tirst life the $668.65 
remaining in the fund would accumu 
late to $2,383.31 at the end of 42 years 
or $2,454.81 at the end of 43 years 


* 

In other words, the second mai 
would have to live between 42 and 45 
years after the death of the first. Now, 


since the first man died 15 years before 
the expiry of the expectation of life, 
which was assumed to be 30 years, the 
second man is supposed to live 15 years 
beyond the expectation of life or 30 
years longer than the first man. He 
would actually have to live between 1° 
and 13 years longer than that in orde! 
that his estate might receive the 
amount arrived at by the computations 
involving the expectation of life. 

The above example only takes into 
two individual lives, but the 
same thing holds true for every pair 0! 
lives involved. For every man that dies 
a certain length of time before the 
expiry of the expectation there is an 
other man that dies an equal amount 0! 
time after the expectation of life. 


Volunteer State’s Meeting 


The annual meeting of the $100,000 
Circle of the Volunteer State Life wil! 


The second man is supposed | be held at the home office Sept. 18. 
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MODERN BUSINESS GETTING METHODS 





Success in Selling Never Is Result of 
Accident, but Follows Definite Laws; But 
Four Reasons Why Men Buy Anything 


NOTABLE exposition of the prin- 
A ciples of sales strategy was given 
in a recent address delivered by 
Edward A. Woods of Pittsburgh before 
the Life Underwriters’ Association of 
San Francisco. He said in part: 
Success in selling is a mental process, 
voverned by definite laws, just as every 
thing in the universe is governed by 
definite laws. Those laws in everything 
have always been followed, either con 
sciously or unconsciously. Every sale 
you make a success is because you have 
consciously or unconsciously followed 
the natural mental laws. The man 
who succeeds in selling life insurance 
year in and year out is not succeeding 
by accident. He is following certain 
natural laws; he may not know it; some 
people do it intuitively. Let us assume 
now that success is not an accident 
and that those who are succeeding are 
those who follow natural laws, and 
just in proportion that you understand 
those laws and follow them your suc- 
cess will be greater and greater. 


Success Is Never 
Result of Accident 


You go to a theater and see a won- 
derful play. You say it was pertect, 
that it held your attention every min- 
ute. Do you think those actors you 
saw and heard went out on the stage 
unprepared and spoke the lines of the 
characters they were representing? A 
building was erected, a well ventilated 
and well equipped theater building, built 
on a definite plan. A skilled man wrote 
the play, which was then examined and 
passed upon by critics. And then the 
persons who were to play the different 


characters of that play were carefully | 


chosen, but after experienced players 
were selected they were drilled and 
érilled and drilled; the scenery and sur- 
roundings of each act were prepared 
and criticised, and the finished product 
that you saw was the result of the most 
careful thought and effort and the ex- 
penditure of thousands of dollars in 
preparation, And yet some of us will 
give a new man a rate book and €Xx- 
pect him to walk into a man’s office 
and sell him insurance, and then we 
wonder that he faiis. Is it not a won- 
derful tribute to life insurance that 
we have sold much? You people 
who have been in this business ten or 
fifteen years, is it not a wonder that 
people bought from us at all? 


so 


Four Reasons Why 

Men Buy Anything 

No accident about the successful 
salesman. In the first place, do you real- 
ize that there are only four reasons why 
men buy anything? If you know those 
reasons, you know which particular 
reason will apply to the man you are 
trying to sell. They either buy to sell 


at a profit, or buy for use or buy for | 


the satisfaction of pride, or buy from 
fear or caution. Of course the buying 
to sell is easy of illustration—the gro- 
cer buys to sell at a profit. That sel- 
dom applies to life insurance. Men buy 
things for use. That is why most peo- 
ple buy life insurance. A great many 
people buy for satisfaction of pride. 
Men buy paintings to hang on the walls 
of their houses and jewels which they 
hang on their wives. Men buy better 
houses than they perhaps would like to 
huy, because they want their neighbors 
to say what a fine house they have. 
This is a very strong and a very old 
motive. Men buy some things from 
fear. They buy medicine because they 


} herve to 


| 
| course 


ing it. 


do not want to be sick; they buy fire 
insurance through fear, and some men 
buy religion through the same influ 
ence. There are certain men who buy 
something because they haven't got the 
say. no. 

Remember that there are chiefly four 
why men buy anything. Of 
there are mixed reasons. \ 
man may buy a famous painting be 
cause he wants his friends to see what 
a fine painting he has. He wants it 
known that so-and-so has bought a 
Dore, a Raphael, or whatever it is, which 
he has on exhibition in his house. He 
also knows that the painting is valu 
able and can be sold at a profit if 
should later desire to dispose of it. A 
jeweler will sell you a diamond, stating 
that vou can always sell a diamond 
any time you want to dispose of it 
\nd so we have mixed reasons for buy 
ing things. 


How Do You 
Influence Men? 


reasons 


Now then, do you remember the fun- 





he | 


| guing 


people to do anything 


damental methods of inducing people 
to do anything? How do you influ- | 
ence men?’ It is one of the biggest 
things in the world. It is going to 
decide who is to be the next resident 
of the United States One of the 
things that people have  sacriticed 
everything for is that power of influ 
encing men. How do you do it? You 
know that since the days of Greek 


philosophy the teachings of Socrates, 
Plato and Aristotle have made us think 
that we are creatures of reason. 
think that we do things because it is 
the proper and reasonable thing to do. 
As a matter of fact, a reason is some- 


| thing you sometimes invent after you 


have done a thing to justify you in do- 
We do things first because we 
want to and then we give a reason 
to justify us in doing it 

If you think you can argue a man 
into buying life insurance, just remem- 


| Ler the times you have tried to argue 


your wife into doing anything and you 
will not iry it very often. You do 
rot get people to act through argument 





EPIGRAMS BY 
EDWARD A. WOODS 


Success in selling is a mental 
process, governed by definite 
laws, just as every thing in the 
Universe is governed by definite 
laws. 

There are only four reasons 
why men buy anything. They 
either buy to sell at a profit, buy 
for use, or buy for a satisfaction 
of pride, or buy from fear or cau- 
tion. 

If you think you can argue a 
man into buying life insurance, 
just remember the times that you 
have tried to argue your wife into 
doing anything and you will not 
try it very often. 

You influence people to act by 
suggestion and not by argument. 
You may get the best of the ar- 
gument but the other fellow will 
get the application for insurance. 

When you are trying to sell the 
world something you know it 
needs and ought to have, you 
have a power with you that you 
would not have in many other 
lines of business. 











We | 


EDWARD A, 


WOODS 


generally. Did think 
that argument involves taking opposite 
sides? Did you ever convert a man 
from any church by arguing with him? 
'n arguing you naturally take the other 
side of the question We want people 
to go along with us, don't we Did 
you get your wife to marry you by ar 
with her? Did any of you get 
church by arguing’ Let us get 
from the belief that argument 
incentive to You can't get 
you by ar 


you ever stop to 


mto 
away 
is an act 
lor 


guing with them 


Suggestion Succeeds 
Where Argument Fails 


| like the word “persuade.” If you 
are trying to sell a Catholic you do 
not go to him and say, “To hell with 
the Pope,” and then try to sell him 
insurance. | am simply giving that as 
|} an illustration of the fact that argu- 
| ment is wrong, because you start out 
with a man on the opposite side of 
the fence, amd you never want to do 
that. 


Che other method of influencing peo- 
ple is through suggestion. Nine-tenths 


of the things that you and | do are 


from suggestion. You influence people 
to act by suggestion rather than by 
argument You may get the best of 


the argument but the other fellow will 
get the application for insurance. If | 
had been taught in my early life not to 


argue mm trying to get a man to do what 


| wanted him to do, how much further 


along | would now have been 


Suggestion brings instant response. 


Argument postpones, makes delibera 
tion, makes delay. Do you know the 
fact that it is a mental law, just as in 


physics, that the force of a suggestion 





| Carries 


kim that every good husband and father 
i life insurance, that 35,000,000 
people in the United States carry life 
insurance, 

Men like to do a thing they under- 
stand clearly rather than a thing they 
do not understand clearly. None of us 
like to buy that we haven't 
a clear idea about. Present your stat 
ment in a clear rather than a confused 
wa) fake the ten steps in a life in 
surance sale, present those motives and 
arrange them in an orderly way. Our 
minds like to work in an orderly pros 


anything 


ess. How many of us start out by 
talking about loans and cash values 
| reserves, days of grace, ete. You put 
those first and at the end of the pres 
entation the man is all mixed up. Make 


your statements in an orderly way 
step by step in logical order 
Rather Do Easy 

Than Hard Things 

We would rather do an easy thing 
than a hard thing. One of the difficult 


things for us to do is to make it seen 


an easy thing to pay the premium de 
posit. State it this way: “If you will 
pay us $20 per month we will pay 
your wife $30 per month.” Belittle the 
premium and enlarge the benefit. Or 
tell him we will give his wife $10,000 
for $400 How. many of us do quite 
the reverse. We have a psychological 


difhiculty to overcome. One way ts to 
write a check and place it before him 


saying, “Wouldn't you like to have 
that?” Make the $10,000 that he or 
his family are not going to get for 
some time the big thing, and make the 
deposit the little thing I recall the 
story of the agent who was telling his 
prospect all the desirable things the 
policy would do and the prospect in 
terrupted by asking how much it would 
| cost, but the agent kept on talking 
about the benetits and the man again 
interrupted by asking what it would 


cost. The agent replied: “It is so small 
|} an amount that | am ashamed to tell 
you but it would be just about the 
cost of two or three of those”—pointing 


|a negative one 


continues until something stops it? If | 


you plant an idea in a man’s mind it 
will keep going until something stops 
it. Just let the idea keep going. Push 
it from behind but do not put anything 


in front of it. 


Picture Pleasant, Not 

Unpleasant Things 
things in 
If you can 


There are certain other 
connection with suggestion. 


| associate the thing you want a man to 
| do with the things he naturally would 


like to do, you are going to help the 
No one cares to harbor un- 
pleasant suggestions. Picture pleasant 
things, not the unpleasant things. Pic 
ture the happiness that his loving fore 
sight and thrift has provided for his 
dependents. If you will associate what 
you want the man to do with pleasant 
things, you are going to increase your 
power of influence with that man. Pic- 
ture it as the popular thing to do. Tell 


man do it 


| your lips will pucker. 


| 


to a box of cigars on the table. He was 
simply following a psychological lead 


Positive Statement 
Better Than Negative 


Always put a thing in a _ positive 
rather than a negative way If I say 
to you “Do not look up,’ then you 
all want to look up. If I say: “Go 


down the middle of that board, it is 


great deal stronger statement than to 
say: “Do not go near the edge of the 
board. A positive statement or method 


of approach is always far better than 

One reason why 
so strong is because the, 
our animal ancestry 
recent addition to the 
mental the human animal 
When we say to a man—"“Why don't 
you have $100,000, ali of your neighbors 


oul 
intuitions 
gO away 
Reason 


are 
back to 
isa very 


proc ess ol 


each have $100,000,” we are appealing 
to the fundamental instinct of tnita 
tion which goes back as far as the 


monkey So that is a very powerful 
influence. 

Then there is association of ideas 
You can play music that will suggest 
dancing 1 can discuss lemons until 


A good orator 
will get an audience to smile becanse 
they can hardly help it. By appealing 
to these processes we have influenced 
mankind long before we were civilized 
enough to argue or know there was 
such a thing as logic. 


Absolute Sincerity 
Essential to Success 


Real salesmanship is working right 
in harmony with the laws of human 
nature, and the study of those things is 
going to increase our success and mul- 
tiply our business tremendously, One 
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essential to success is absolute sincerity. 
You cannot pass gold bricks over to 
other people. You may think you 
can, but remember Emerson's state- 
ment, “Who you are is talking so 
loud that I cannot hear what you 
say.” You have got to carry” by 
suggestion that belief that has got 
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to be real and sincere down in your | in spite of their ignorance they sold | to be doing something he does not be 
heart. religion to the human race and it is | lieve in. Did you ever notice that 

The biggest sale ever put over in the | sold yet. The world has never lapsed quacks do not make money in medicine 
world was the sale of religion to the | in it and perhaps never will. Those | in the long run? Hypocrites do not 
Luman race by a party of ignorant fish- | fishermen of Galilee believed so strong- | stay in good positions in the pulpit 
ermen in Galilee. Those men so be- | !y that they were willing to die rather | long. ‘ You cannot be untrue to natural 
than disclaim their faith. | and fundamental laws and_ succeed 

And so, with all of these things, you And so, when you are trying to sell the 
have to have the sincere belief that | world something you know they need 





lieved in the bottom of their hearts 
what they were telling their people that 








Improved Disability Provision 


| 
: WW ANTED A District Manager for Youngs- 
Claim may be made as soon as disability occurs—no probationary town, Ohio, and vicinity 
BY 
| 


period. 


Payments begin immediately on approval of claim—no proba- 


tionary period. 
ability. 


anniversary. 


of the insuring public. 





Monthly payments, lifelong, conditioned on permanence of dis- Write the Home Office for further particulars. Here's an opportunity for a 
j Immediate waiver of future premiums—no waiting until next 


| 
Full amount of insurance paid when insured dies, without deduc- |] J. 0. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 
tion for disability payments or for premiums waived. 


; : 
This new disability provision brings the service of America’s ¥ f { I ci f & (Us st 
oldest legal reserve life insurance company still closer to the needs i erna ona l e Tu 
For terms to producing Agents address Company 


The Mutual Life Insurance Company | offers up-to-date contracts for good men. 


of New York Sehrbeck Building 
34 Nassau Street, New York MOLINE, ILLINOIS 


the purchase of the thing you are urg- and ought to have, you have a power 
ing is the right thing to do. You know | with you that you would not have in 
how it cripples and paralyzes a man! many other lines of business. 














THE GEM CITY LIFE INSURANCE. CO. 
OF DAYTON, OHIO 


good man to get in on the ground floor with a progressive 
young Ohio company 


























MUTUAL TRUST LIFE INSURANCE COMPANY 


Interest on Mean Invested Assets . ...... 54% 
Actual to Expected Mortality . ....... . 48 % 
Ratio of Cost, New Business to First Year Premiums . 62 % 
Ratio, Total Insurance Expense (less cost of new business) 15 % 


A Conservatively Progressive Company 


New Business Being Written at the rate of Thirty Millions for 1920 


FOUR FACTORS TO SUCCESS 


HOME OFFICE: 30 North La Salle Street, Chicago 








W. W. LANE, Secretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


THE LA FAYETTE LIFE INSURANCE CO. 


Under Our Service Pension Contract 


LA FAYETTE, INDIANA A. E. WERKHOFF, President 











PAN AMERICAN LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. CRAWFORD H. ELLIS, President 
a 31st.  — $7,500,000.00 I: KEEPING with the higher Ideals and Ethics of the business, the Pan-American 


Insurance Issued during 1919 - over 26,000 ,000.00 assisting them by the active co-operation of specially trained men, it has built up a 


. What th i i i = i 
Insurance in force Dec. 91. 1999. eee 70,000,000.00 at these agents are doing, you can do, if you have the will—the Pan-American 


THE PAN-AMERICAN WAY 


does not seek to employ agents of other companies, but by interesting men of in- 
telligence, character and clean record, instructing them by correspondence, and 


field organization that is prosperous and contented. 


Way is open to you. 


Address: E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, La. 
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C. LARSON, Wisconsin state 
A manager of the Central Life of 
® Des Moines, is one of the suc- 
cessful life insurance men of the north- 
west. His agency is 
than $1,000,000 a month and produced 
almost a quarter of the $100,000,000 
which the Central Life has now writ- 
ten. Mr. Larson was born in Wiota, 
Wis., Oct. 1, 1855; ywraduated from 
Warren Academy in 1895; taught 
school for a time, then married and 
started to college. He was graduated 
from Wheaton, IIL, in 1899, and from 
Coe College, lowa, in 1903, defraying 
the expenses of both himself and his 
family by writing life insurance the 
last two years in college for the same 
company which he now represents. 
As a result of his activities along that 
jine, ne had more money in the bank 
when he graduated than when he en- 
tered college, notwithstanding the fact 
that two children were born during 
that period. 

He has served as state manager tor 
Wisconsin, north Michigan and north- 
ern [linots for the Central Life for 16 
years. He is connected with two 
banks, is vice-president of the Y. M. C. 
A., was made one of the directors of 
the Central Life this year, served as 
secretary of the National Association 
of Life Underwriters for two years, 
and is now president of the Northwest 
Congress, which will convene in his 
city next year. 

+ * * 


In view of his record, Mr. Larson’s 
views on what the future holds for the 
rate book man are of especial inter- 
est. He says: 

“The greatest future in the history 
of the rate book man is just dawning. 
In the first place, the idea of life in- 
surance has now been sold to the 
world. The rate book man has been 
the pioneer in the past, and has done 
more to aid and assist in the progress 
of life underwriting than legislatures 
and life insurance companies. Man- 
kind is today, and will be tomorrow, 
demanding more life insurance than 
ever before. 

“The biggest and most profitable fu- 
ture will come to the salesman, who 
is, of course, the best informed on life 
insurance subjects and who is best pre- 
pared with a clean body and_ soul. 
Some of the so-called rate book men 
are finding out more and more that 
they are losing ground, slipping back, 
becoming discouraged, losing case 
after case because they are still trying 
their old-time tactics of ! luff and oth- 
erwise, talking much but saying little; 
not having diagnosed their case, the 
prospective buyer soon detects the 
calibre of the man before him and, of 
course, there is no sale, as it should be. 


* * * 


“On the other hand, happy is he who 
will equip himself for the splendid 
business awaiting him in the future. 
His work will become a pleasure if 
he will but plan to attend some school 
of insurance, take a course of insur- 
ance by mail, read the latest life in- 
surance text-books, or the leading in- 
surance periodicals or journals, of 
which there are many. Permit me to 
Say this to you who are just entering 
the work, or are thinking about enter- 
ing the great business of life insurance 
as a future vocation, that there never 
was a more opportune time than right 
now. I say to you who are looking 
into the future to become a most suc- 
cessful rate book man as you are 
dreaming of and would like to be, pre- 
Pare now, get busy and begin to read 
and think and plan your life insurance 
work. If you do, you will have a most 
fruitful career, and what a power for 
g00d you will be in the moulding of 











A. C, 


LARSON 


mankind in the greatest business on 
earth. 

“If you and I hope to cope with the 
future, answering the many questions 
put to us by our clients, who are enti- 
tled to know the facts, we must have 
this preparation; otherwise we will 
not travel very far. Think of the serv- 
ice that we must render today to those 
who are asking us about corporation 
insurance; about insurance to cover 
his taxes, both state and federal; about 
the continuous monthly life income 
policy, and the other forms that will 
fit the case in hand. 

» * * 

“Mark you, the future is going to 
demand a much higher prade of sales- 
man than the past. There will not be 
the tragedies in the future that have 
happened in the past. Right now there 
is a higher personnel than ever before: 
there will be less poison in the busi- 
ness; the selling of life insurance will 
become more and more scientific. 
There will be established courses of 
life insurance in many of our universi- 
ties, so that we will be able to avail 
ourselves of these opportunities when 
they present themselves, and the chief 
problem of the rate hook man will 
simply be: Can his client get life in- 
surance, how much, and what kind of 
a policy should he take. ‘It doth not 
yet appear what we shall be.’ 

“I can best summarize my thought in 
the following quotation, ‘Whatsover a 
man soweth, that shall he also reap.’” 


National Fidelity to Build 

A new home office building to cost 
$250,000 will be erected by the Na- 
tional Fidelity Life on a site just pur- 
chased by the company at Sioux City, 
Ia. Work will begin within a month. 
It will be three stories in height, 
though the foundations will be planned 
to carry nine or ten stories. 

The company will occupy the sec- 
ond floor and part of the third. Its 
business is growing and it is now 
operating in five states. 


Travis Quits Organization 

Asserting that the activities of the 
National Convention of Insurance Com- 
missioners are dominated by eastern 
state officials, Superintendent Frank L. 
Travis of Kansas has withdrawn from 
the organization, announcing that he 
will no longer be guided by its rulings. 


The Midwest Life of Lincoln for the 
first eight months of 1920 has written 
50 percent more business than last 
year. 
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WHAT FUTURE HAS FOR RATE BOOK MAN | ||) FLourisa#inG EXPANDING 
= =— : PROGRESSIVE EVERYWHERE 
A. C. Larson Says Field Is Unlimited for Agent 
Who Is Well Informed and Well Prepared | THE BANKERS RESERVE 
ate auth “a = LIFE COMPANY 
We are keeping pace with the wonderful impulse which 
collaat daa life insurance now feels and we are placing men 
who are building solidly for the future. ' 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 
Agents competent to Produce Results. 


The Bankers Reserve Life Company 


JAMES R. FARNEY, Vice-President 


ROBERT L. ROBISON, President 
RAY C. WAGNER, Secretary-Treasurer 


WALTER G. PRESTON, Vice-President 


Home Office: Omaha, Nebraska 


Telegraph or write— 

















NEW and to date li 
NOT SO BIG ‘to lose sizht of ie 


OF DES MOINES, IOWA 


JAS, H. JAMISON, President 
contracts, 


nsurance Company 


REAL SERVICE to Policyholders and Agents, 
: ht of individual agents, and big enough to serve its Agency and Policy- 
holders satisfactorily. SOME GOOD territory in IOWA and SOUTH DAKOTA open for Agents, 








QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the roper Intestinal Equipment, who is 


“Four Square” and willing to work; can make not less $20,000.00 per year helping 


us to continue the breaking of all Life Insurance records. 
Great opportunity for the men who can ualify! ! 


From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten 


millions Life Insurance. We have the plans; we furnish 


the leads. 


How? Let us tell you. 


If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


TOPEKA, KANSAS 





. 





Onto Narionat Lire Insurance Co. 


OW is the Golden Day of Life Insurance. 

the best time to get connected with a solid com- 

pany and build a foundation for the future. 
business was never so easy to get. 


CINCINNATI, O. 


and are buying life insurance. 


The Ohio National pays agents well for their work and 

backs them with all its power and facilities. 

Territory open in Ohio, West Virginia and Kentucky, 
Tennessee, Michigan, Nebraska and Kansas. 


T. W. APPLEBY 
Secretary and Agency Manager 


A. BETTINGER 


President 


People believe in 


It is 


Good 











A text beok for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jaceb A. Jackson's “Easy Lessons in Life Insurance.”’ $1.00, including Quis Book supplement. The 


National Underwriter, 1362 Insurance Exchange, Chicago 
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Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1919 
oo dicen nabercieeneiuandthss ade pibncdhheapaaanieene $ 20,700,133.74 
a oe ek day ag ap Aca Roe New ea 18,650,203.62 
Ns oe cohen bes endc Hes ceeeseegeecennssekan ewes 2,049,930. 12 
Insurance in Force......... Leas Ove aaadendontpi edn dows euees 176,501 808.00 
Payments to Policyholders DES Se Ee eee Deore 1,851,338.97 
Total Payments to Policyholders Since Pientanten Eee $23,840,173.80 


John G. Walker, President 











ANTED-—a life insurance man thor- 
oughly versed in home office work. 

Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL LIFES INSURANCE COMPANY 
CENTURY BUILDING CHICAGO, ILLINOIS 











a THE PERFECT PROTECTION POLICY OF 


| THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
X Reliance Life Insurance Company of Pittsburgh “pija.Se"* Pittsburgh, Pa. « 


Building 








State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 yeors—tos lon; longer than the average life—the STATE MUTUAL has 
ed unsurpassed — tection and service. 

Additions are A. to our agency force when the right men are found. 

STEPHEN IRELAND D. W. CARTER 

Superintendent of Agencies Secretary 





B. H. WRIGHT 
Presitient 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








On mes 4 OUR We have a contract for you under which your 
€ 


ERVICE. income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 
FEDERAL CASUALTY COMPANY, miditcin 


Cash Capital, $200,000.00 V. D. CLIFF, President 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT »*° MONTHLY INCOME INSURANCE 


sjiieecan LATEST POLICIES AND AGENCY CONTRACT SUEZ tHE 
Qyectings OHIO, IND., KY., MICH. and W.VA. Weite Columbus 


. MF ay 
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**Mortgage Protection”’ 
Effective Opener in 
Selling to Farmers 


FFERING what he terms “mort- 

gage protection” has been found 
by A. H. Wells, district manager of 
the Northwestern Mutual Life at Craw- 
fordsville, Ind., a most. successful 
opener for the sale of life insurance to 
farmers. Mr. Wells, who has made 
an especially good record for produc- 
tion in rural territory, says that added 
strength has been given to his plan of 
working by a perusal of the sales 
methods used by other successful pro- 
ducers as told in recent issues of THE 
NATIONAL UNDERWRITER, and invites sug- 
gestions from others in regard to the 
methods which he has used. Mr. Wells 
says: 

“While I am in a rural district, I find 
| there is now and will be for some time 
| to come, plenty of room for the sales- 
| man that makes his business a busi- 
| ness, that creates the big buyers of 
| insurance. While it is true that this 
| country district does not have as many 
| prospects for large policies as does the 
| city, nevertheless many $25,000, $30,000 
| and $50,000 policies can be sold, and 
| among my best buyers are the large 





| land owners who borrow $20,000 or 


$30,000 on first mortgages on their 
farms. I tell these men to protect the 
loan, and most of the customers I sell 


life 
not 
so 


are people who have never had 
| insurance of any kind and would 
buy life insurance from anyone, 
they say when first called on. 

“To this class I never talk or sell 
life insurance. I open my case by call- 
ing attention to mortgage protection. 
This gets the prospect anxious to know 
what it is, how it is, and who can do all 
this. However, in the end he is pro- 
tected and his mortgage guaranteed by 
the very thing he would never buy—a 
contract for life insurance. 

“Many of my customers come to my 
office, and talk over the matter with 
me and most of my good business is 
written or sold in my office. If the 
prospect is not interested, why waste 
your time? When he comes to your 
office or sends for you, you then know 
he is interested, therefore your sale is 
| half made, when the customer comes 
| to your office. When he does come, 
| give him the best policy, a policy that 
fits his needs, regardless of the com- 
mission you can make. Fit him with a 
real measure. Find out if he is insur- 
ance sick, and where he is sick and 
| then write the prescription that will 
| make him feel well and protected from 
financial troubles. By so doing you 
will make a customer that will come 
back to you for more insurance and 
| will send his friends to you. 


tomer and be just as sure you do not 
undersell him. There are more people 
| undersold than oversold. Many times 

I have had a prospect examined and 
when asked by the doctor, “How much 
insurance are you applying for?’ he will 
answer, ‘I do not know. I will leave 
the amount to Wells.’ When a custo- 
mer does this, I use great care never 
| to oversell, while on the other hand 
I use just as great care not to under- 
sell. 

“Many times—in fact seven times out 
| of ten—the customer will sell himself. 
| When he has done this, get him ex- 
amined and get away and stay away 
until the policy comes. After its de- 
livery, cultivate him for a booster, and 
let him know that you have done him 
a favor. Then you will have a repeat 
customer and a, booster. 

“Keep in touch with your customers 
| by sending them a reminder two or 

| three times each year. I used 25,000 

blotters in this small territory last year 
| and last Christmas I sent each of my 
! customers who had a $5,000 policy or 
| larger, a nice floral reminder. I had 
them prepared by a local florist and 
sent special delivery, so each box of 
flowers would reach my customer on 





“Be sure you never oversell a cus- | 











the morning of Dec. 25. In each box 
of flowers I had enclosed my card and 
greetings. While this cost more than 
a cheap penholder or Christmas card, 
it has proven a good investment and 
brought me several nice customers this 
season. 

“My plan is to cultivate the big ones 
and sell the big ones. Then the little 
ones will follow—by coming to you. 
Be firm, be just and fair with your cus- 
tomers and you can soon have it known 
in your territory that you sell only 
the best insurance to the best people.” 


Stockholders Hold the Bag 


A final accounting has been made to 
the stockholders of the old Chicage 
Life of Chicago which was organized 
by the late George W. Riggs, who was 
agency director of the New York Life. 
The company started with $200,000 
capital and $300,000 surplus. It was 
finally insured in the Federal Life. Be- 
fore this action was taken, an agency 
contract had been made with Tiernan 
& Stout of Fort Scott, Kan., who were 
to have jurisdiction over a number of 
states. The contract did not provide 
for the company discontinuing busi- 
ness and hence Tiernan & Stout sued 
to recover profits that would have beer 
made under the terms of the contract. 
The firm secured a judgment for 
$76,000 and then asked for $23,000 of 
accrued interest. The matter has been 
in the courts but finally a compromise 
has been reached. The remaining assets 
amount to $86,750, and hence each 
share of stock will receive a dividend 
of $64.60. The stockholders therefore, 
receive less than $100,000 of the $500,- 
000 originally paid in. 


Commissioners Meet 


The next meeting of the executive 
committee of the National Convention 
of Insurance Commissioners will be 
held in New York Dec. 6, and the mid- 
winter gathering of the convention the 
two days following. 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 
















